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Advance tn cotton 1f maintained 
will add to the South’s resources 
from three to five hundred mil- 
lion dollars over recent prices 
and means new hope and confi- 
dence. An increased purchas- 
ing power will be reflected in 
trade conditions throughout the 
country. 


—John W. Craddock. 


NA UR congratulations to the South for 

yf \ \x the sunny smile of King Cotton has 
18: (\/| changed the entire business senti- 

ay NS ment of the country. The rise and 
WS fall of business is pretty much the 
variations of sentiments, good or 
evil, which change with every big influence. A 
set of bank failures would have plunged the coun- 
try into thickest gloom and contra-wise the good 
news from the South has found immediate and 
beneficial reflection from all parts of the coun- 
try and in all industries. 

We are given opportunity of seeing how much 
like a great big family we are. We radiate smiles 
and see better times ahead because the Southern 
States will benefit to the tune of a half billion dol- 
lars. We should resolve to never again be as 
sectional in our conversation and opinions as to 
mention that any one section is self-sustaining by 
itself alone. Inter-dependence is brought home 
to us as something very tangible. 

The expressions of opinion from Southern mer- 
chants in this issue are optimistic notes we can 
all share—business has turned the corner, in both 
the prophecy of Mr. Hoover and the most tangible 
evidences of these telegrams. 

The real wealth of the country has always been 
in the product of its fields, mines and sea. The 
cotton field says to the corn field—get into line 
















Cotton Gives Nation First Business Rally 





ff 


i PIM 





Sept. 17, 1921 No. 26 





and make a profit for the farmer—the deep voice 
of the mine booms “me too” and the ebb and flow 
of the tide is in applause to the ships which carry 
the loads to other lands. Good news such as this, 
coming at a time when spirits were at a pretty 
low point, has done just the right thing in stimu- 
lating the drooping tones of business. Buyer and 
seller meet on more even terms and all benefit. 

Why is it that on a declining market nobody 
wants to buy, but on a rising market men buy, 
and manufacture, and seem to be invigorated to 
greater effort. The purchasing power of the en- 
tire nation has been increased by millions of dol- 
lars already through the cotton boom. This rise 
in cotton prices has been so sensational that a 
speculative period has set in. When cotton for 
future delivery sells at a higher price than spot 
cotton, there must certainly be a substantial rea- 
son why cotton will hold to its high price. Be- 
cause it is in scarce supply more than likely cotton 
will be stylish, thus increasing both price and de- 
mand. 

The change of conditions with the merchant 
in the South is worthy of note. The Southern mer- 
chant has for many months sustained the farmer 
and tenant by pretty generous credits. Now that 
the money is coming into the South it is to be 
hoped that the merchant will be in an advantage- 
ous position to clean up a lot of small and long- 
standing accounts. In no section of the country is 
there such support in long credits given to the pub- 
lic. Here’s hoping the merchant will better his 
bank balance and shorten his credit accounts. 

In recent conventions in the South it was em- 
phasized time and time again that the prosperity 
of the merchant was contingent upon fair price on 
cotton. The hopes of the people of the South 


are being realized. Read carefully the telegrams 
from merchants through the cotton district and 
note what a substantial encouragement to busi- 
ness is predicted. 

The propaganda in the South to discourage the 
planting of cotton on the theory of a diversified 
crop has now come in for a whole lot of local and 
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bitter criticism. The man who rushed into other 
crops because of the big balance - of cotton, held 
over from last year, now wishes that he had stuck 
to his original one-crop plan. The thing for him 
now to do is to market his product at a profit to 
those who gained through the cotton boom. He 
will find that cotton has helped him, too. : 

Rarely do we have an experience in business 
where a single commodity lifts the country by the 
boot .straps—yet that is the evident feature of this 
boom. 

There was already every element in the situa- 
tion this month to predict a betterment of busi- 
ness. The opening of a fall season, the need of 
food and commodity for the winter, the lack of 
supplies and apparel owned by the public were 
all fundamentals needing a little push to put them 
over. COTTON has done it. We see better days 
ahead. If the purchasing power of a community 
can be increased by $500,000,000, isn’t there a 
chance of some other community falling in line 
with another spurt to carry on. 





Now Comes Velvet 


With the bestowal of appropriate apologies to 
the Bard of Avon one might well say that “one 
fashion doth upon another tread so fast they fol- 

’ low.” 

Having launched a vogue for moccasins the 
designers of footwear have in preparation another, 
and judging from past records a far more impor- 
tant surprise to distributors of fine footwear. 

Said surprise is the introduction of velvet foot- 
wear of the low cut style and as William would 
say, “in infinite variety.” And this new Queen 
of Shoedom will be ready for distribution during 
the fall and winter season of this year. 

At least two powerful forces unite to make this 
vogue not only instantaneous but enduring. The 
first force is you may say, the almost united ac- 
tion of the leading style creators of footwear in 
adopting simultaneously high grade qualities of 
cotton velvets, with which to make sample lines of 
novelty footwear. 

The RECORDER forecast of a profitable distribu- 
tion of velvet footwear is predicated not only on 
past performances but in a larger way on the 
grounds that the coming fall and winter seasons 
are to witness a vogue of velvets. 

Advices from the RECORDER’S Paris office is to 
the effect that American buyers now returning 
from the French capital confess to having placed 
liberal orders with French manufacturers of vel- 
vets in both plain and brocaded weaves. 

A similar movement in the direction of velvets 
is noted over here. Manufacturers of costumes 
and of millinery are now clamoring for sample 
pieces with which to make up model hats and cos- 
tumes and are eager to book orders for future de- 
liveries. 

Let every doubting Thomas recall that velvet 
is the cloth for King and Princess, Queens and 
Nobility, and is always chosen as a background 
for the display of jewels. 

Similarly it provides the one desirable back- 
ground for silver and gold decorations applied to 
rich footwear in the form of buckles and em- 
broideries. 
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Low Prices Affect Repairs 


When shoe prices are high more shoe repair- 
ing is done. The other way round is just the re- 
verse—more shoes and less repairing. The shoe 
repair man is now hoping that shoes will not go 
down to the $5 mark for his business decreases 
when the difference between shoe prices and 
whole sole prices is less than three to one. 

The banner years of the repair department eame 
with high prices and many a pair of shoes were 
repaired three times to eke out. Thus we see that 
thrift is a relative term—-so if it is thrifty to keep 
shoes in the better prices to prolong their repair- 
life, about tveryone in the trade is in accord with 
the theory. . 

“Shoes by the year” as a slogan of thrift has 
now become a double problem—in one case the 
shoe store gets more pairs sold—while in the other 
the repair department gets the second profit. 





Are the places where shoes are being sold to the 
public undergoing a change just as the methods 
of merchandising are being fashioned to the needs 
of the day? Last week we told of the second shoe 
salon to be opened in New York City. Stock cases, 
cartons, ladders and all the fixtures of the charac- 
teristic shoe stores are absent. The atmosphere 
is that of a home rather than of a commecial 
enterprise. 

Are we reaching a point in merchandising 
where it is necessary to put fine feathers in the 
fitting up of shops where fine footwear is sold? 
To enter one of these new palaces of footwear is 
an exclusive function. 

London now has experienced two openings of 
palaces of footwear, one on Regent Street having 
25,000 sq. ft. of floor space and all the service 
features of an American shop on Fifth Avenue. 

As we have pointed out many times, merchants 
are going through a process of evolution and 
style is the medium influence in such change. Is 
it now to be expected that fine footwear is to be 
sold amidst fine furnishings? In developing the 
exclusive salon, is it to carry the suggestion of 
the exclusive dress shop? Will the thing of the 
future be a pretty setting, comfortable chairs, a 
staircase and manikins showing the new styles in 
footwear? The trade certainly has been doing 
some high stepping in the grading-up process and 
the end is not yet in sight. 





Sell School Shoes 


It takes 75,000,000 pairs of shoes to shoe the 
school children of the country. So it is figured in 
a general way. 

However, figures are only an incident of the 
story. Any man with a pair of open eyes can go 
to most any school in the country and see for him- 
self that there are still many chances to provide 
children with better school shoes and more of 
them. 

In other words, many merchants might brace 
up their school shoe departments to the gain of 
themselves and the benefit of school children. 

(Continued on page 54) 
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“The Congressman’s joy 
is the businessman’s woe” 


The Retail Merchant a National Power 


Statements Founded on Interview With Government 
Officials Establishing New Status of Store Service 


Retail merchandising has become established on a 
new basis. It is the direct outcome of the economic 
conditions growing out of readjustments, according to 
high Federal officials who have made a thorough study 
of the question. No longer is the retail merchant 
forced to use his store as a warehouse for the manu- 
facturers and jobbers or, in other terms, he is not com- 
pelled to lay in a large stock of goods which is equiva- 
lent to idle or unremunerative capital. He has freed 
himself from the influence of salesmen for jobbing 
houses and manufacturing concerns, who, heretofore 
had insisted that retailers, especially in small towns, 
should make heavy purchases to cover an anticipated, 
though seldom actual, demand for a period, say, of 18 
months. The business of the retailer hereafter, will 
undoubtedly become more stabilized and thereby make 
possible the operation of his business on a smaller 
capital. Also opportunity will be afforded to lay in a 
greater variety of stocks, and a more frequent turn- 
over will result, thereby allowing the merchant to keep 
abreast of the changing times. In other words, he 
will be in a position to have prevailing styles and 
models on hand and compete more actively with his 
larger rivals who are operating on greater capital. 


Reported by Federal Agents 


These emphatic statements are apparently sustained 
by analytical study of facts and conditions as reported 


by Federal agents in the field. Federal experts are 
said to be intimately acquainted with the retail trade 
and their reports are given credence in governmental 
circles. 

This evolution in the retail trade was developed as 
the result of the period of liquidation. The manufac- 
turer had an idle producing capacity representing a 
constant financial loss, and the jobber, likewise, was 
suffering from a lack of demands, and, with the manu- 
facturer, was feeling the effect, a condition brought 
about by excessive stocks in the hands of retailers. 
Naturally, this put the latter in a position to buy on 
more advantageous terms than hitherto. 


Control of His Business 


The realignment will enable the retailer to lighten 
his credits, reduce his inventories and facilitate his 
operations on a more business-like and profitable basis. 
There is a distinct feeling that salesmen will not find 
it easy to reimpose their:terms upon merchants. No 
longer will they find it possible to mislead retailers 
with a declaration that the price of commodities 
will continue to go higher and the merchant will be 
caught short unless he puts in heavy stocks. The 
familiar story of “Your neighbor and competitor, Mr. 
Blank, has ordered so-and-so and you should go him 
one better,” is the cudgel which once proved effective 
but which has now lost its power. Under this new 
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method of restricting st in accordance with actual 
demands of the trade, ths iler will be in a much 
better position to endure price variations and can buy 
still more intelligently. It would seem, therefore, that 
the old order changeth for the better. 

It has been uniformly true of the small stores that 
they have been unfortunately handicapped by over- 
stocking, a burden, if one is to exist, which should fall 
on either the manufacturer or the jobber. It has tied 
up capital which otherwise might have been profitably 
employed in extensions or investments. The small 
merchant seldom, if ever, had financial reserves as a 
consequence of trade practices. 


Not Convinced in Liquidation 


Plainly, the attitude of Government officials has 
shown that in their opinion retailers have not shared 
equally with manufacturers and wholesalers in 
liquidating. Hope now is entertained that the retailer, 
having been placed in a more propitious attitude, will 
be enabled to liquidate more freely. The contention 
made by retailers that prices are now practically at a 
pre-war basis, is combatted by statistical experts of 
the Government, who maintain that such arguments 
are faulty, by reason of the fact that an important ele- 
ment is omitted. It is stated emphatically that when 
given quantities are compared there still is a wide 
divergence in prices, the present levels being much the 
higher. The same arguments are made regarding food 
products and it is stated that again, when quality is 
considered these prices are on an ascending instead of 
a descending scale. 

Price Levels Analyzed 


In this connection, with the conflicting tendency of 
the price situation, the Federal Reserve Board in its 
latest analysis says: 

“A continuation of relative stability in the price 
level as a whole might be marked by more or less ex- 
treme variations in the prices of individual commodi- 
ties if the variations cancelled one another. For in- 
stance, increases which might occur in the prices of 
commodities which have been ‘liquidated’ or reduced to 
approximately pre-war levels might be accompanied by 
reductions in the prices of commodities which are still 
far above the pre-war level. This is closely related to 
the theory which seems to be held by a number of econ- 
omists who mphasize the fact that the various elements 
of the price system are out of harmony one with an- 














(Continued from page 52) 


Evening Shoes for Men 


Should the same shoe be worn with the short 
dinner coat that is worn with full dress? A 
men’s style chart of “dress ethics” prescribes for 
the evening tail coat “Patent leather ties, plain 
toe, single lace, long vamp, patent leather pumps.” 
This is not wholly intelligible as it stands, nor 
correct. 

For informal dinners and at home, with the 
short or “Tuxedo” coat, the direction of this dress 
ethics chart is “As above.” That is, same as we 
have quoted. This strikes us as being not “dress 
ethics” at all. The footwear should be as distinc- 
tive as the coat, or the tie. 


«September 17, 1921 
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other (some being at twice the pre-war level while 
others are below it) and that there is fair reason to 
expect commodity prices to bear approximately the 
same ratio to one another as they did before the war. 
At the same time, other students of the price problem 
lay greater stress on the supply situation in the in- 
dividual commodity lines than upon the inter-rela- 
tionship of prices in different lines. Both factors 
probably play a part in the making of prices. What 
is difficult to measure is the importance of the sev- 
eral factors of the price level as a whole.” 


SURVEY OF SELLING 
Improved Conditions Expected With Harvests 


WASHINGTON, Sept. 10.—Reports received from 
an industrial survey covering the month of August, 
shows that retailers are placing orders with boot and 
shoe manufacturers. Retailing and jobbing show 
slight gains in agricultural states. It is expected that 
retailing will show improvement when the crops are 


. harvested and the farmers are in a position to liqui- 


date. rr 

In Indiana retail buying is still very conservative 
and in many sections sales have been falling off since 
July. Farmers do very little buying on account of the 
lack of money. The reluctance of the public to buy is 
still apparent in many states. In Wisconsin particu- 
larly, retailers complain of small sales and too much 
credit. In New England retail sales are reported as 
having fallen off, though there are bright prospects 
for woolens during the entire winter. New Hamp- 
shire shows that factories have not been operating of 
late, although orders are expected within a few weeks. 
The report from the Boston district shows that there 
is slight improvement in conditions in certain textile 
districts and that the future should bring about a for- 
ward trend. Salesmen from New England factories 
are about to take the road with a new line of shoe 
samples for next season. For the middle Atlantic 
Division, covering the states of New York, New Jersey 
and Pennsylvania, textiles, shoes and clothing manu- 
factures are fairly active and future prospects are en- 
couraging. In the states of Arkansas, Louisiana, Okla- 
homa and Texas it is reported that merchandising is 
steady. Business men are hopeful and anticipate easy 
money and improved conditions when crops are 
marketed. 














However, the men’s clothing journals seem to 
babble in a strange tongue when they undertake 
to give any directions whatever as to footwear. 
For instanee, what does the following mess of 
language mean, it being a prescribed fashion of 
footwear for use in connection with the frock 
coat, or cutaway coat for day dress? “Button 
calf tops, patent leather or leather varnished low- 
ers, with plain cross tips on toe.” It would be well 
worth while to have the views of leading shoe 
stores of Boston, New York, Philadelphia, Pitts- 
burgh, Cleveland, Chicago, St. Louis, San Fran- 
cisco, etc., as to the shoes which they actually sell 
to men of fashion for evening dress wear, whether 
the so-called full dress with tailed coat and white 
or the dinner dress with black coat and black 
ie. 
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Class of illustration used by 
R. H. Fyfe & Co., in catalogue of boys’ 
shoes. Note the appeal to the boy in the little sketches 



















Direct Appeal to Boys! 


Style Is the New Note in Most Pairs of Juvenile 
Footwear 












More and more is advertising Co. of Detroit is making an appeal direct to boys 


FYFES 








oe .. “Boys becoming what might be termed through newspaper copy, booklets and even letters. 
‘ “sanely venturesome.” Not more A typical advertisement is reproduced at the bottom 
than a few years ago, if any man of this page. The tops of the booklet pages are re- 
selling advertising space in a pub- produced above, and the cover cf the booklet, much 
lication appealing solely to boys reduced in size, is shown in the upper left-hand 

had suggested to a manufacturer corner of the body of this text. 





of sleds that he take space in the 

publication referred to, he would A Letter to Boys 

have been met with the rejoinder: Of the three advertising mediums used, the most 
“Why should I advertise to direct appeal is made in the letter mailed with the 

boys? They don’t buy sleds. It’s booklet. The boy is addressed by his first name, and 









the fathers and mothers who have the letter reads as follows: 
the money to spend—not the boys.” “Some time ago we decided that there ought to 
But times have changed be something more to a boy’s 





shoe than just good wearing 


and with them _ opinions. 
quality and comfortable fit. 


Nowadays it is generally re- 
alized that children influence “Designers of boys’ shoes 
the purchases of their elders, = apparently didn’t know that 
and that ideas implanted such a word as ‘style’ was in 
during the age of immaturity al $s pia Special” 3 the dictionary. 


are very apt to blossom into “So the Boys’ Department 
























Sizes 10 to 13}. Sizes 1 to 6 
a positive buying tendency i worked out a number of orig- 
in later years. *4 “5 8 inal ideas and induced lead- 
Consequently, it is the ing manufacturers to use 
commonest thing in the world | Built for hard fall and winter them in our shoes for fall 
to see in the pages of juve- saieansateads wae ote and winter. You can judge 
nile magazines to-day adver- mae See ree from the models sketched 






whether the experiment was 


tisements, not only of cloth- i 
a success or not. | 
: 
7 


ing, toys and things of im- 






mediate use to the readers, {i Boys’ School Gacideennne “Of course, no change has 4 
but also of such other things, the Boye: Depsenane seneege Te aainnes hes the Gh eeson Wiel ba ca been made in the excellence . 
. fected lasts, and ne " with perforations, brass eyelets and rubber heels, the 





shoes, we are confident. tap faly tothe expectations of "young iellows” and of leathers and workman- : 
Renny oe ac; Sa ship, nor in the perfect fit- : 
ting qualities for which Fyfe 

shoes are noted. : 

“We are sure you will j 
want to see the complete col- i 
lection before school opens E 
in September.” q 
(Continued on page 66) ie 


as automobiles, which the 
child himself will be in no 
position to buy for years to 
come. 

Carrying this idea to its 
logical conclusion in, connec- 
tion with their. business of 
selling shoes, R, H. Fyfe & 
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|. KING COTTON 











Purchasing Power of the South Enormously Increased by Rise in Price of 
Cotton—Retail Merchants and Wholesalers Enthusiastically 





Optimistic Over Prospects for Fall Business — 
Entire Country Should Feel Benefit 


to have been added to the purchasing power 

of the South by the recent sensational ad- 

vance in raw cotton prices. In the opinion of 

many this development, with the ramifications which 

must develop therefrom in other industries, marks 

the turning of the corner insofar as business is con- 
cerned. ; 

It is not too much to say that if high cotton prices 

are maintained over any considerable period of time, 

the beneficial effect will be felt in every part of the 
country—even if that effect be only psychological. 


K IVE hundred thousand dollars is estimated 


Felt by the Steel Industry 


A single instance of the wide ramifications which 
this development may have and, in fact, is having, is 
found in statements of officials of the Gulf State 
Steel Company, who credit the great increase in 
August business in wire and fencing to the improve- 
ment in the cotton market and the better feeling 
aroused in agricultural sections from that cause. 

Another concrete possibility is a very decided in- 
crease in the fertilizer industry. All these stimuli, 
bringing with them, as they do, an increase in em- 
ployment in other industries, may well lead to a pe- 
riod of quickened business the country over. 


Southern Merchants See Prosperity 


As might have been expected the utmost enthusi- 
asm is expressed by members of the shoe and leather 
trade in the Cotton Belt. Sensing the importance of 
the cotton situation, the BooT AND SHOE RECORDER 
on Sept. 10 sent to a group of leading retail mer- 
chants and wholesalers the following telegram: 


“Congratulations to the Cotton States. 
We believe cotton is going to show the 
nation that the corner has been turned and 
business invigorated. May we have a 
fifty-word telegram day press rates on the 
effects of cotton prices on the shoe busi- 
ness in your community?” 


The replies were as quickly flashed back to Bos- 
ton and are in part as follows: 


Bringing the South the Prosperity 
That Is Her Due 


“Cotton coming into her own will bring to the 
South the prosperity that is her due. The shoe 
trade, as all others, will be benefited materially by 
our farmers having money at their command. We 


are looking toward a bigger and better future, re- 
calling the old saying—Cotton is King.”—-M. Pokorny 
& Sons, Ltd., New Orleans, La. 


Money Now Sure to Circulate 
Freely 


“Increased optimism evident in all channels re- 
sult of rising cotton prices. Money is now sure to 
circulate freely. Debts will be paid and employment 
increase benefits accruing to everyone from worker 
to magnate, including the much denounced shoe re- 
tailer. More favorable results manifested in our 
daily sales of shoes—Oscar Thompson, Atlanta, Ga. 


Psychological Effect Alone 
Is Wonderful 


“We are only on the edge of the cotton belt, but 
can already feel the effects of the advance in price. 
The psychological effect alone is wonderful, yester- 
day’s papers carrying full-page headlines saying cot- 
ton passed 20 cents, predicted to go to 30 cents.— 
Jess P. Price, Cleveland Shoe Co., Cleveland, Tenn. 


Distinct Improvement in 
Business 


“Glad to report distinct improvement in business, 
due partly to advance in price of cotton. If farmers 
and merchants will sell and not hold, business and 
collections in this section should be good, although 
cotton crop is very short. The Pitts Shoe Co., Mont- 
gomery, Ala. 


Business Back to Normal in 
_ Thirty Days 

“The advance in price of cotton is causing busi- 
ness in our section to look up and take notice. We 
believe that in the next thirty days business will be 
back to normal and what applies to business in gen- 
eral also applies to shoes. We expect a big shoe 
business this fall.,—Wm. Rosenzweig, Pine Bluff, 
Ark. 


Anticipate a Normal Business 
in the Fall 
“Cotton is King. The South is taking on new 


life. Price of the staple has about doubled. All 
lines of business already feeling its effect. Our 
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business is showing improvement and we antici- 
pate a normal business in the fall. The farmers and 
banks are jubilant over the fact that debts will be 


liquidated easily—Vance Shoe Co., Gadsden, Ala. 


Largest Day This Season for 
Dallas Wholesalers 


“Old King Cotton by divine right has made a 
triumphant come-back. The effect is already noted 
in all business in this section. We anticipate a re- 
turn to normalcy and a large fall business, and we 
are prepared to meet the demands. Yesterday (Sep- 
tember 7) was the largest day this season for Dallas 
wholesalers.—Volk Bros., Dallas, Tex. 


Fifty Per Cent More Business 
Than Was Expected 


“Present price of cotton has put new life into the 
shoe business of this section. Indications are now 
strong for 50 per cent more business than was ex- 
pected thirty days ago. Cotton crop produced at 
small cost. The nation owes the South credit for 
turning general business toward prosperity.”— 
Hutchinson Shoe Co., Jacksonville, Fla. 


Texas Farmers Are Jubilant 


“Texas again on top. King Cotton is receiving the 
congratulations of the world. The farmers are 
jubilant. This means continued prosperity. Valley 
cotton started early and sold for 11 cents on Aug. 


storing confidence throughout our section. Mer- 
chants buying more freely than in months passed. 
Believe advance justifiable owing to shortage of 
crop and demand for the staple. We think cotton 
has not yet reached its highest point. Let us hope 
so.—W. J. Martinez & Bros., New Orleans, La. 


Furnaces and Mines Issue Hopeful Reports 


“Recent sudden rise in price of cotton has had 
good effect on this section. Shoemen grow enthusi- 
astically optimistic. Furnaces and mines issue very 
hopeful reports. Number of unemployed decreas- 
ing.”—Dave Rich, Birmingham, La. 





Farmers and Shoe Trade Will Feel It 


“Your wire received. Accept thanks. Farmers 
and retail shoe trade will feel it indirectly. Weather 
too warm yet for fall trade in cotton goods. Do- 
mestics and the like have improved 75 per cent in 
sales for jobbers. Best wishes.”—Nathan Simon, 
Macon, Ga. 


Merchants Beginning to 
Replenish Stocks 


“Twenty-cent cotton has given new life. It cuts 
the loss on the carry-over crop nearly in half and 
finds some profit on present half crop. The boll 
weevil pest may in the end prove a blessing in 







merchants are anticipating 
increased fall business.— 
Buckley Shoe Co., Houston, 
Tex. 


We Are Nearing the Edge 
of the Woods 


“We are nearing the edge 
of the woods and antici- 
pate a very satisfactory fall 
business. Twenty-cent cot- 
ton will enable the farmer 
to liquidate his indebted- 
ness and all will be bene- 
fited. 1922 should be a 
good year for the South.— 
Dillingham Shoe Co., Aus- 
tin, Tex. 























Merchants Now Buying 
More Freely 


“Telegram received. Ad- 
vance in cotton has added 
very materially in_ re- 












10. The price has climbed steadily and in many 
instances the Mebane staple brought 30 cents. Shoe 


disguise. 








A BOON TO THE WHOLE BUSINESS 
SITUATION 


The recent Government report showing 
that this year’s yield of the staple will be 
only half a crop, and the reports of dry 
weather in the cotton states since are re- 
sponsible for the advance. It has now car- 
ried active options up more than $40 a bale 
from the recent low prices. 

It was natural enough that the fertilizer 
stocks, American Agricultural Chemical, 
and more particularly the southern com- 
pany, Virginia-Carolina Chemical, should 
reflect the advance in cotton prices by ad- 
vancing also. Anything that improves the 
buying and debt paying power of the South 
by $300,000,000 is a great boon to those 
companies, and indirectly to the whole fi- 
nancial and business situation.—Boston 
Herald. 








Merchants are beginning to replenish 
stocks. Distributors with well supplied in-stock 


departments should do a 
harvest business for next 
three months.”—J. K. Orr, 
Atlanta, Ga. 


A Great Forward Movement 
Is At Hand 


“Better prices for pri- 
mary products is an im- 
portant factor in business 
improvement. The stimu- 
lating effect of the rise in. 
cotton is already making it- 
self felt and it appears that 
we have arrived at the turn 
in the road and that a great 
forward movement is at 
hand. We look for good 
business this fall.”—Steph- 
en Putney Shoe .Co., Rich- 
mond, Va. 
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Heels Generally Rubber, 
Soles Heavy and 
Wider Edges 


A medium last with cus- 

en fittings. Selected 

rom line of Clinton Shoe : 

Mfg. Co., Clinton, Iowa. pe age ol paby wget 
is of greater style inter- 
est than the wing tip. 
Note the great use and 
utility of rubber heels. 
Selected from samples of 
L. Q. White Shoe Co., 
Bridgewater, Mass. 


An English last with trim 
ball and tip, and snug 
top. The elaboration is 
only in the tip perfora- 
tion. Style selected from 
Wall, Streeter & Doyle 
Co., North Adams, Mass. 
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Oxford Time Is Increasing— More Bluchers and 
Smarter Patterns 


A smart oxford with The lighter shades of 

new foxing lines. By tan are growing popular. 

J. P. Smith Shoe Co. Note the perforation and 

Chicago : the rolled edge. By T. D. 
; Barry Co., Brockton. 


A heavy grained tan ox- 
ford with wide seams, 
perforated and _ pinked. 
The heel is stitched and 
the extension is wider. 
Style from Boyden Shoe 
Mfg. Co., Newark, N. J. 
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WY, 


A dark brown suede with 

Very Frenchy pattern of novel straps—the burnt- 

suede and patent. A cre- brown buttons give fin- 

ation of Stich & Adams, ish to the style. Frona 

New York City. James Clark Leather Ce., 
St. Louis. 


Silver cloth over satin on 
a French last, by Com- 
modore Shoe Co. New 
York City. 
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French Last type, cen- 
ter buckles and per- tongue under the 
forations for decora- straps, note the heavy 
tion. By the Emerson perforations. By P. 
Shoe Co., Rockland, Sullivan & Co., Cin- 
Mass. cinnati, O. 


A new feature of the 









A patent one strap 
with fancy tip effect 
underlaid in Cham- 
pagne Kid. By John 
H. Cross, Inc., Haver- 
hill, Mass. 
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Suggestions in Shoe Selling 
Never Has There Been A Time When Ideas Were More Valuable 


in the Better Merchandising of Shoes. 
What’s Your Best Stunt? 


to Swap Them! 


Here’s the Place 





BEATING MAIL ORDER COM- 


of each one of his customers. 
I know one merchant who has 


PETITION 


How Twenty Merchants Co- 
operate in Advertising 


Mail order competition has al- 
ways been a bugaboo with which 
the retail merchant has had to 
contend, especially in the smaller 
towns and cities. In Atlanta, 
Ga., twenty retail merchants are 


Let’s Swap Ideas 


If you have an idea and I 
have an idea and we swap them 
with two ideas apiece we can 
do wonders in shoe selling. 

The dollar reward is nothing 
more than acknowledgment of 
an idea worthy of being na- 
tionally featured; the forum is 


a system of this kind which car- 
ries the name, address, occupa- 
tion and other data about each 
of his customers. Copying from 
one of these cards which is typi- 
cal of the others, I find this in- 
formation thereon: “Rather slow 
in paying his accounts; some- 
what of a kicker; bookkeeper 








conducting a co-operative adver- 
tising campaign that offers cus- 
tomers an opportunity to shop 


open—Shoot. 





Metropolitan Ice Co.; formerly 
same with Drennan Co.; for- 
merly same with Keeler & Sons; 








by mail. Prices are quoted on 

various articles of merchandise 

that are about on a par with the prices charged by the 
average mail order houses for the same quality of 
goods. This campaign takes the form of a full page 
advertisement each week in one of the Atlanta news- 
papers, with a general heading at the top of the page, 
“Shop by Mail.” Each merchant’s advertisement occu- 
pies several inches of space on the page, and the vari- 
ous dealers state that results are proving very sat- 
isfactory. 

In Fort Dodge, Iowa, the retail bureau of the Com- 
mercial Club is successfully combating mail order com- 
petition with a co-operative catalog called “The Fort 
Dodge Shopper.” It contains mail order advertise- 
ments of many of the Fort Dodge retail stores, and 
emphasizes the value of trading at home. The mer- 
chants have had very excellent results through the cir- 
culation of 20,000 of these catalogs in that territory. 


KNOWING THE CUSTOMER 
The Personal Touch Creates Good Will 
Every merchant, regardless of the nature of his 
business, should maintain a card index system of some 
kind, and this system should carry an individual record 


held four different jobs past 
fourteen months; wife apt to 
be extravagant; sell him but keep the account com- 
paratively low; use plenty of salve, he likes it.” 

It will be seen from this that these records are 
rather personal, but it is best that they be so, for no 
one need ever see them besides the merchant. To il- 
lustrate how thorough this system may be this par- 
ticular merchant showed me my own personal card, 
and it carried my record correctly and briefly for the 
past five years, even including my record while in the 
service during the war. 

When this merchant writes a letter to any one of 
his customers he knows exactly how to write it that it 
may include the personal touch so valuable in creat- 
ing good will. He watches the papers very carefully, 
and any special events such as weddings, births, and 
the like, among his customers, call for special letters 
of congratulation, or in case of death, a letter of con- 
dolence. It is mighty hard for a competitor to pull 
any customers away from this merchant because of 
the good will he has created for himself and his busi- 
ness in this manner. 











September .17, 1921 


TURNING OLD SHOES INTO SALESMEN 
“Old Shoe Week” Instead of “High Shoe Day” 


Making old shoes sell new ones is the merchandis- 
ing stunt which J..W. Mills, of the Kelley-Mills Com- 
pany, Schenectady, N. Y., ig working to stimulate 
early fall and spring trade. 

“I conceived the idea awhile back,” says Mr. Mills, 
“and it has worked so well that it is going to be a regu- 
lar feature of this store’s program twice a year.” 

Pre-season slumps used to affect Mr. Mills’ business 
just as it does that of almost every other store. At 
the ends of the summers, when light shoes were hardly 
worn out, and in the late winters, when heavy shoes 
were good for a few more weeks, Mr. Mills used to 
yearn for something to get the trade waked up. Those 
nearly-worn-out shoes stood in the way. Folks just 
weren’t quite ready to buy. 


The Dollar Does It 


Then came the brighe idea. 
He would offer $1 a pair for 
old shoes—any kind—as a re- 
bate on a new pair of shoes. 
He figured people would need 
only one glance from his dol- 
lar to the old shoes on their 
feet to decide them in favor 
of the dollar—and a new pair 
of Walk-Overs. 

Preparing for his first sale, 
he bought a two-columns-by- 
12-inches space in each of the 
Schenectady dailies and then 
spread streamers across the 
tops of his display windows. 
The message was: “Bring in 
your old shoes, no matter 
what sort or how old they are. 
All you need to do is wear 
them into this store and you’ll 
get $1 for them upon buying 
your new pair.” 

And they came. Old shoes 
of every description came. 
Perhaps, among the traders, 
there were some “ringers” 
who went home and came back 
the next day with another 
pair of old shoes one. Mr. 
Mills didn’t care if they did. 
For every old pair that came in a new pair went out 
leaving cash behind. And a good many new customers 
were won. 


Old Shoe Week Successful 


During the last sale, which ran through the third 
week of August, no less than four barrels of old shoes 
were collected and turned over to the Salvation Army. 
Some were in good condition, having been discarded 
only because they hurt someone’s feet. The store was 
always glad to see that sort, because invariably they 
offered a chance to send some purchaser out enjoying 
foot comfort that would make the best kind of a satis- 
fied customer. 

“It’s this way,” says Mr. Mills. “All the people 
with old shoes are bound to buy new ones somewhere 
some time. My scheme gets lot of them into.this store 
who would buy elsewhere were it not for the dollar. 








TRY A PERFECT FOOT CONTEST 
At little expense for great publicity returns you can 


stage a perfect foot contest. Have the leading artists 
or doctors determine the best foot—not for sice or 
smallness but for shape and condition. Better feet are 


stimulated by such a contest. Try it 
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I win enough new business and kill enough slack sea- 
sons to more than pay me for the dollar deducted from 
the price of the shoes we sell during the sales. 

“TI should think any shoe store anywhere could work 
this ‘Old Shoe Week’ stunt to good advantage.” 


BUILDING A CUSTOM TRADE 
The Special Order Makes Customers for Life 


Hart’s, Indianapolis, operate what is known in the 
trade as an “exclusive” business, showing those styles 
which are rarely handled outside of the larger cities. 
This has built for them a trade that appreciate styles 
that are different and keeps many a shopper frmo 
going to a nearby larger city to make her purchases. 
But carrying the matter still farther, they are quick to 
suggest to the shopper that they will make shoes in 
any desired style, cloth, shape, 
etc., and frequently when a 
customer is well satisfied with 
a certain style of shoes, orders 
are taken for this last in her 
size and the material desired. 

There are many such pa- 
trons of this shop whose 
names, addresses, lasts, sizes, 
etc., are filed away, and if the 
customer desires the same 
shoe she last had and they aré 
completely sold out, the shoe 
is ordered for her at a slight 
increase in price for the spe- 
cial order, and gradually the 
customer comes to know the 
wisdom of ordering in larger 
quantities. It is not uncom- 
mon that a patron try out a 
certain style shoe at the be- 
ginning of a season and order 
a half dozen pair with slight 
changes and in different ma- 
terials. 


USEFUL WINDOW DIS- 
PLAY POINTERS 


When Traveling Compare 
Window Salesmaking 
with Your Own 


Here are some worth while 
pointers for you to remember 
when preparing your window displays: 

1. Keep the windows and the goods on display scru- 
pulously clean and fresh in appearance. A grimy 
glass or dusty goods will kill the effect of an other- 
wise good display instantly. 

2. Change your displays frequently. Infrequency 
of change in displays makes folks feel that the store 
is slow. 

3. Always have a definite idea for your display. A 


. display that tells a story or has a dominating theme 


will make a much greater impression on the folks who 
look at it than will a display which says nothing and 
which conveys no strong impression. . 

4. Make. your. backgrounds look different from time 
to time. The same old background week in and week 
out will. make the displays always look: the same al- 
though they may really be different. 

(Continued on page 65) 
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What’s the Happy Height? 


Figures and Fancies About the Fit and Style of Boots 


Shorter skirts were wished for just before the 
war by merchants who would sell boots to women. 

Longer skirts are wished for this fall and winter 
season by merchants who would sell boots to women. 

Skirts may be either too long for boots or too 
short for boots. What is the happy medium? 

Two-thirds leather and one-third skirt recommends 
one designer, considering the covering of the leg 
from the ankle to the knee. 

If it be 15 in. from the ankle to the knee, then 
the proportion of one-third leather and one-third 
skirt provides for 10 in. of 
boot and 5 in. of skirt. 


A Question of Proportion 


But the 10-in. boot was 
not quite satisfactory when 
it was tried a few years 
ago. 

A better proportion might 
be 9 in. of boot and 6 in. of 
skirt. Or, perchance, 9 in. 
of boot, an inch of stock- 
ing and 5 in. of skirt might 
serve. 

But there are variations 
in the measurements of the 
leg from the ankle to the 
knee, even as there are 
variations in the measure- 
ments of the foot from the 
heel to the toe. 

Perhaps this variation of 
measurements is a matter 
that the designers might 
study at length, especially 
those designers who believe 
that boots are a proper 
style of footwear for winter 
wear. 


A Weird Idea of Shapes 


Shall we have high top 
boots made for those who 
are long of limb and short 
top boots made for those 
who are short of limb? The notion seems absurd 
on the face of it. 

A merchant making a specialty of fitting boots 
to the length of limb, as well as to the length of the 
foot, would have to carry twice as many shoes as at 
present, for he would have to have leg sizes as well 
as foot sizes. 

Yet there is something in the matter. Boots are 
proper footwear for cold winter. But, they have, in 
times gone by, hit or missed the style. The reasons 








for their success or failure are not plain and com- 
monly accepted. — 

A further study of boot styles, with a view of de- 
termining what is the happy medium of boot heights 
and skirt lengths, is necessary to the development 
of correct style in footwear. It should have a place 
































BOTH SHORT AND LONG 
To compromise between long and short skirts, 


dress has points to the ankle. 
conspicuous 


fn 





on the fall and winter program of shoe trade asso- 
ciations. 





STYLE TENDENCIES 


Report of Ohio Valley Retail Shoe Dealers’ Associa- 
tion for Fall and Winter Up to Jan. 1 


For the forthcoming season there is a well-defined 
line between welt soles (or imitation welts) with 
walking (Cuban and Military) heels on the one 
hand and turn (or imitation turn) soles with LXV 
and Junior LXV heels on 
the other hand. 


Welt Soles 


In the first class are 
boots, oxfords and _ strap 
effects. The proportion of 
boots a merchant should 
have depends entirely upon 
his location and upon local 
conditions. Naturally mer- 
chants in small towns and 
rural communities will need 
a larger percentage of boots 
than the city merchants, 
but women’s dress boots will 
practically all carry welt 
soles and military heels. 

Strap effects with welt 
soles and walking heels 
have been good during the 
spring and summer and un- 
doubtedly will sell during 
the early fall, but -indica- 
tions are that as the season 
advances the demand for 
strap effects with welt soles 
will diminish while the de- 
mand for lace oxfords with 
welt soles and military heels 
will grow stronger. 


Strap Patterns. 


Patterns in strap effects 
with welt soles will carry 
fancy perforations, pinkings and stitching. The 
number of straps is largely a matter of individual 
taste. The same may be said of harness buckles 
and button fastenings. 


Oxford Patterns 


In oxford patterns there is a strong tendency away 
from ball straps, but this does not mean that ball 
straps will not sell. It means, however, that it is 
wise to go carefully and put selling force behind this 
type of oxford if they show a tendency to lag in sales. 

Fancy patterns, such as punchings, pinkings and 
fancy stitching, will be good in Russia calf and 
heavier black leathers. 


Louis and Junior Louis 


In the lighter, more airy types carrying Louis and 
(Continued on page 66) : 


the 
Pretty shoes are kept 
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Mannish Shoes for 


Walkin 


Women 


shoes are in na- 


tional demand with roomy 
lasts, broad heels and 
sturdy leathers. These 
typical shoes illustrate the 


Selected from the line of 
Dugan &€ Hudson Co., 
Rochester, N. Y. 


vogue 


A novelty selected from 
line of Williams, Clark € 
Co., Lynn, Mass. 





The Sale of Shoes Will Be 
Wonderfully Stimulated 


“The advance in cotton has put a smile on the 
face of Southerners that won’t come off. The sales 
of shoes will be wonderfully stimulated by this ad- 
vance. This is particularly true in the sale of bet- 
ter quality of shoes.”—Hotchkiss & Lyle Co., Browns- 
ville, Tenn. 

The typical Southern view of the situation is con- 
tained in a statement made to the Birmingham (Ala- 
bama) Age by J. Donald Comer, vice-president of the 
Avondale Mills Company, which owns and operates 
half a dozen big cotton mills. Mr. Comer put it 
pithily as follows: 

“There is a carryover from last year of 7,000,000 
bales. There is a crop of 7,000,000 bales of cotton 
coming-in this fall. That makes 14,000,000 bales. 

“This cotton is in the hands of the Southern peo- 
ple. There has been an advance of $35 per bale of 
cotton in the past ten days. Apply $35 per bale to 


14,000,000 bales and you have $490,000,000. That 
much more money exists in the cotton which the 
South has to sell to-day. The advance is not over 
with. 


Will Benefit Everyone 


“This means that the Southern people have in 
sight $500,000,000 more of money to spend, that much 
more on which to do business, that much more on 
which to live. It is impossible for this money not 
to benefit everyone in more or less degree. There is 
some good in the advance in cotton for every one. 

“Another thing about this advance in cotton, it 
has been a healthy one warranted by underlying con- 
ditions in which speculation does not enter. 

“The Southern mill men are as glad of the new 
found wealth for the South as the producers of cot- 
ton. We are of the South and willing to take our 
chances in getting our portion of whatever good 
comes to our friends and neighbors.” 








(Continued from page 63) 

5. Always try to make your displays look youthful 
and snappy and happy, unless you are displaying shoes 
for mourning wear or something like that. Light, 
bright colors will help you in doing this. Remember 
that folks like youthfulness and brightness and 
sprightliness much more than they do gravity and 
dullness. 

6. Whenever you visit another town look at all the 
window displays in the town for the purpose of get- 
ting ideas for your own displays. Don’t simply look 
at the shoe stores. It may be possible to get good 
ideas for the display of shoes from a hardware store 
or from a jewelry store. 

7. Make your displays as attractive as possible but 
don’t spend too much time on them. Remember that 
while they are an important factor in building busi- 
ness for your store, they are far from being the most 
vital and important phase of your store activities. 

8. See to it that your window displays harmonize 
with your advertisements and with your store offer- 
ings. When you advertise a sale, see to it that the 
goods shown in your windows are sale goods. When 
you tell in your advertisements about new shoes arriv- 
ing at your store, see to it that the shoes on display 
in your show windows are also new. 

9. Try to get novelties into your displays. Remem- 
ber that the goods you show are just about the same 
sort of goods as are being shown by all the others 
in your same line, but that you can make your dis- 


plays look different from the displays of your com- 
petitors by doing different things in your windows 
from what your competitors are doing. 

10. Put price tags on practically all the goods shown 
in your windows. People generally dislike having to 
ask the price of goods displayed in show windows. 
They are always afraid that the price will be higher 
than they want to pay. The use of price tags will 
obviate all this. 

11. Trim your windows at off times of the day and 
night when the fewest number of people are “window 
shopping.” 

12. Tell about your particularly attractive displays 
in your regular advertising. To do so will be to at- 
tract a large number of folks to your store to see the 
displays, and many of the folks thus attracted will 
come in your store and buy goods. 

13. Watch the calendar closely for holidays, impor- 
tant dates and so on and frame some of your displays 
on these dates. It will help to keep your displays as 
timely as possible. 

14. Don’t pattern your displays after those of other 
concerns in your home town. Be different and orig- 
inal. 

15. Never make your displays so intricate that folks 
will have difficulty in determining the prices of the 
goods displayed or in finding out just what the mean- 
ing of all the things jammed into your window 
really is. 
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(Continued from page 64) 

Junior Louis heels there is a wide variety of strap 
patterns, and the indications are that strap effects 
will continue good throughout the season. Here 
again the question of the number of straps must be 
largely settled by individual taste, taking into ac- 
count the material and the purpose for which the 
shoe is to be worn. Fancy stitching, inlays, pipings 
and many other fancy decorations are being shown 
and will undoubtedly be used to a great extent and 
yet a merchant must exercise keen judgment and 
considerable caution in purchasing quantities of 
these extreme fancy patterns. 

The proportion of high Louis running 16 and 17/8 
as against Junior Louis of 13 and 14/8 is again a 
matter of individual judgment and must be regu- 
lated by local tendencies, although generally speak- 
ing there is a tendency toward more Junior Louis 
heels in types of footwear to be used for street and 
afternoon occasions. For strictly evening wear the 
high Louis will prevail, but even here is a tendency 
toward more Junior heels. 


Vamp Lengths 


For strictly street and outdoor wear the question 
of vamps seems to be pretty well settled, vamps run- 
ning 314 to 314 in. no doubt will prevail. 

In the lighter types carrying Louis and Junior 
Louis heels there will be no particular change, ex- 
cepting that in the more fancy patterns there is a 
tendency to a shortening of vamps and a slight 
widening of toes. Not the square toes, 214-in. French 
affair, but a modified stage last with a vamp around 
8 in. Such patterns, however, will constitute a very 
small percentage of actual pairs sold. 


Materials and Colors 


In the welt sole, military heel boots and oxfords 
black kid will continue strong, brown kid will un- 
doubtedly also remain popular. Russia calf in me- 
dium and dark shades will constitute a large pro- 
portion of sales. In oxfords especially there is a 
strong tendency toward black grain and board leath- 
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ers as well as plain gun metals. Patent leather is 
being shown to a considerable extent and is appar- 
ently gaining in popular favor. In strap effects with 
welt soles medium dark shades of Russia will be 
good, but here again the tendency toward black is 
exerting itself. In the lighter types with Louis and 
Junior Louis heels black will predominate and will 
probably constitute 90 to 95 per cent of the busi- 
ness, excepting pumps and slippers for strictly 
evening occasions. 

Black kid, patent leather and black satin will be 
the dominating materials, although black ooze will 
naturally hold its place in this type of footwear. 

For more dressy afternoon and evening occasions 
beaded patterns will continue to hold their popular- 
ity. 

Gowns Will Influence Shoes 

In women’s gowns for fall black bids fair to be 
the predominating color. Canton crepes and similar 
soft clinging materials will be much in favor, while 
even tailored suits will show the tendency toward 
black and dark blues. 

This being the case, footwear will naturally fol- 
low the trend and black will hold a stronger place 
than in former seasons. 

Patent leather harmonizes exceedingly well with 
this kind of dress material and consequently patents, 
both plain and in combination with other materials, 
are pretty sure to gain favor as the season pro- 
gresses. : 

Should Harmonize With Gowns 

Fortunate it is that in the forthcoming season 
there is no one particular material, pattern or style 
that will predominate to the exclusion of all others. 

Footwear is a part of the costume and should 
harmonize with the suit or gown and should be ap- 
propriate for the occasion where it appears. 

The alert merchant and his salespeople should 
study garment fashions and be in position to sug- 
gest the proper footwear, both shoes and hosiery, to 
harmonize with the gowns that will be correct for 
the occasion where it is to be used. 

















ONE REWARD OF MERCHANDISING 


In many a family shoe store the fundamental basis 
of merchandising is a sympathetic understanding of 


the customer. The merchant listens to many a story 
of family joy or woe and gives congratulations or 
consolations according to the wisdom of his experi- 
ence. 

His profits, in coin of the realm, may not figure 
up big. But in the currency of the heart they are 
large. And the income tax collector doesn’t levy on 
them, either. 





SHOW UP THE BLACKING 

Now is the time to show up the blacking, and the 
brush, too. Black shoes are coming back. To keep 
them looking right they must be shined right. So 
show up the brushes and the blacking. Get people 
to thinking about shines and they will either get a 
shine at the shoe stand or shine them at home. 

Either way the standards for good-looking shoes 
are maintained. 





MERCHANDISING COST OF 27 PER. CENT 
One retail shoe merchant has reduced his mer- 
chandising expense to 27 per cent of his gross sales. 


It used to be above 30 per cent, a common average 
for merchandising costs. 

He explains that he gives close personal attention 
to his business and reduces overhead expense by in- 
creasing sales. 








(Continued from page 55) 


That’s all—just a straightforward appeal to the 
boy himself—and, according to Charles G. Gies, ad- 
vertising manager, very good results were obtairied. 
“In emphasizing the style element and going straight 
to the boy,” says Mr. Gies, “we believe we have 
struck a somewhat new note in selling boys’ foot- 
wear.” 

In presenting this season’s shoes for school and 
dress wear the Boys’ Department feels particularly 
gratified with its success in developing a new, youth- 
ful type. 

Real style is linked with rugged strength. Punch 
work, brass eyelets and rubber heels are important 
details that add character without lessening foot 
comfort and health. 

Built essentially for service, every Fyfe shoe for 
boys, we are confident, will measure-up fully to the 
expectations of “young fellows” and parents. 

All mail orders are sent promptly, postpaid. 
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HANNAHSONS SHOE COMPANY 


Advertisement in the Issue of Sept. 3rd 


Style No. B 700 
incorrectly priced at $3.25 


RIGHT PRICE 


$3.35 
HANNAHSONS SHOE COMPANY 





SCHOOL 
SHOES 





with 


“ASBORN” 


the nature-shaped shoe 


NOW 
IN-STOCK 


awaiting your order. 





Keep your sizes filled 
—and your profits up 











CHIPMAN, HARWOOD & CO. 
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Price Correction 
IN THE 


HAVERHILL, MASS. 









No. 2051 


RUBBER HEELS ON EVERY PAIR 


No. 2055 





Style No. B 705 
incorrectly priced at $3.25 


RIGHT PRICE 


$3.35 
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CADET LAST 


2036 Boys’ Mah. Sl Bal Ball 
Strap, 2%4-5%, $4. 

2037 Youths’ Mah. *Oalt Bal . Ball 
Strap, 1-2, $4.00. 

2055 Boys’ = Zepthe Mah. Side, 
1-2, $3. 25; 5%, $3.50, 

2058 Boys’ an Youths’ Mah. Side, 
$6.7 Strap, 1-2, $3.50; 24%4-5%, 


9 Boys’ . Youths’ .. * Side, 
$3: 25; 2%-5%, $3.5 
2008 Boys’ "and Youths’ G Side, 
$5.75 Strap, 1-2, $3. 50; Big. 5%, 





FOOTFORM LAST 


L. G. and Youths’,Ten Calf 
Bal, 9%-13%, $8.25; 1-2, $3.75. 
G. Youths’. G. 

Bal, 2%; -13%, $8.25; 1-2, $3.75. 
G, and Youths’ Mah 

Bal, Sycisi $3.25; 1-2 75. 
G. and Youths’ Mah. Side 

Bal _* 138%, $2.75; $3.25. 
G. and Youths’ G. M. Side 

Bal, rie 18%, $2.75; 1-2, $3.25. 


ENGLISH LAST 


2031 Boys’ and Youths’ re) Calf 
Bal, 1-2, $3.75; 2%-5, ge 

2033" Boys’ and Youths’ G. o Cait 
Bal, 1-2, $3.75; 2%-5, 7 06. 

2035° Boys’ and Youths’ Oalft 


Bel 1-2, $8.26; 2%-5, $8.50 
2064 Boys’ and ‘outa ta Bide 
‘oys’ and You ah. Side 
Bal_ Ball Strap, 1-2, $8.50; 2%-5, 


2004 Boys’ and Youths’ Side 
Bal Bail Strap, 1-2, 38.50) Mou 


* all Rubber Heels 
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564 Atlantic 
BOSTON 
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HERE THEY ARE! 


Black 
Satins— 
up-to-the- 
minute in 
style— 
Priced low 
waren - Baby. Louts Heel, Black ily Finished $3. 35 


B 700—Black Satin Turn, One Strap 
LXV Heel, Black Silk Finis hed Betton $3. 35 volume Saab Sup ar. 


ao Vamp Ornament. A, B, © and 


, 2% to 8. Price production. 


Ready to 
Ship on 
Receipt of 
Order. 


Get these 
j Styles 


o 
% LXV. Heel~-thinestone, ‘Batt * Moving B 1145—Black Satin Turn, One Strap, 
B O and Hest EBlamstene, Button. Baby Louis Heel—Rhinestone Button. $3.25 
Your A, B, C and D, 2% to 8. Price 


‘ 
t 
N 
f 
. 
Q 


Way— 
Each One 
Is a Profit 
Maker. 


Order 
Today. 
Terms: 
Bee $335. 27%—10 Rhinestone ation, 12/8 Gvban Heels, BeQO 


> 2 > 
unior Heel. A, B, C and D, 2% to 8 B, O and D, 2% to 8. Price 
Net 30 
Strap, 12/8 Cuban Heel, ‘‘Milo’’ Button. 


'p ' 750—Black Satin Imitation Turn, Two 2, 95 B 755—Black Satin Imitation ‘Turn One $2. $5 
Strap, Junior Heel, B, © and D, 2% to . days. gph pw. 
‘ . 


HAN NAHSON’S SHOE COMPAN Y 


ts ee oss HAVERHILL, MASS.~ 


as 
. + 
+ eus 


~ 


om 


Sf 


a ao 
ae ell 








ral 





September 17, 1921 BOOT AND SHOE RECORDER 69 









BLACK SATINS 


THE STYLES THAT 


DOMINATE 
FOr FALL 
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B 145—Black Satin Turn, One Strap, 
‘*Milo’’ Button, Baby Louis Heel. A, B, ° 
C and D, 2% to 8. Price..........65 


B 765—Black Satin Imitation Turn, One 
Strap, Baby Louis Heel, ‘‘Milo’’ Button, $2.8 
B, C and D, 2% to 8. Price.......... 


Black satin is the only real style in footwear 
that harmonizes perfectly with milady’s dress 
for fall—which of course, will be black. 


Samples sent to any reputable dealer 
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HA! HA! HA!! 
HO! HO! HO!! 
HEE! HEE! HEE!! 


Wha der yer think er that? 


A feller IN THE RETAIL SHOE BUSINESS 
blew into our BOSTON OFFICE the other day, 
and said:-- 





**GEE EDDIE!! I didn't know 
PLANT BROS. were making 
GOODYEAR WELTS, I tho't they 
were all McKAY'S.'' 


‘*Say Bill, WAKE UP!! Every RETAILER in 
the UNITED STATES knows that we make 
GOODYEAR WELTS and FLEXIBLE McKAY'S too, 
and THE BEST FOR THE MONEY AT THAT.'' 


IF you haven't tried ‘em, its 


HI TIME YOU DID. 
MANCHESTER, N.. H. 
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“Everybody Working So Far As We Know’”’ 


»PARTY of three were recently eat- 
»} ing dinner in a hotel. One of the 
party was a very successful shoe 
merchant, a merchant who sells a 
medium grade of footwear, no cheap 
shoddy shoes and no extremely high- 
priced novelties, a merchant who has always 
worked on the plan of a large volume on a small 
stock, a close buyer who believes in rapid turn- 
overs and one of the few who did not accumulate 
an excessively large stock at peak prices. 

Another of the party was the general manager 
of a large chain of retail shoe stores, a man who 
has also been successful through rapid stock turn- 
overs in the stores which he manages. 

The exclusive retailer asked the chain store 
manager how volume of pairs was keeping up in 
his stores in face of the unemployment which the 
Department of Commerce and Labor reported to 
be approximately six million persons. 

“We do not know anything about unemploy- 
ment,” said the chain store manager, “everybody 
is working so far as we know. We never could and 
never expect to make money trading with people 
who do not have money to spend. 





“This country has not gone to the bowwows 


and it is not going. The fact is, these unemploy- 
ment figures are all wrong. Because a man is 
not employed in his regular trade or craft it does 
not necessarily follow that he is not working and 
that he is not earning money. He may not be 
earning wartime wages but he is earning some- 
thing. 

“Only a small minority of the men and women 
— earners are entirely in the non-earning 
class. 

“In every city where we have a store there are 
enough people working at good wages to give our 
store an increased volume of business. 

“We are buying merchandise that will appeal 
to these people by its beauty and attractiveness 
and that will give them the service they have a 
right to expect. We are selling this merchandise 
at prices which the people can see are reasonable. 

“We are making our show windows and the 
interiors of our stores more attractive than ever 





before. We are insisting that our salespeople and 
other employees be more courteous, more polite 
and more attentive to the requirements of cus- 
tomers than ever before. In short, we are en- 
deavoring to render better store service and are 
doing it through creating a better spirit and closer 
co-operation with our salespeople. We are con- 
stantly selling them on the idea that our inter- 
ests are mutual, that their success depends upon 
our ability to sell more shoes and that our success 
— upon their ability to get these shoes sold 
right. 

“We are studying our advertising as we have 
never done before. We are making it appeal to 
the man and woman who have money to spend 
and who want to spend it judiciously. It is our 
endeavor in our advertising to radiate sunshine 
and dispel gloom. We really have no kick to make 
on the volume of business in our stores.” 

Mental attitude is a big factor in the business 
world. The right spirit will win where the wrong 
spirit will lose. This store manager hit upon the 
truth and pointed the way to successful merchan- 
dising under conditions as they are to-day. 

In a small city in a Middle Western State the 
merchants have apparently not caught the spirit 
that is influencing this chain store manager in the 
conduct of his business. “The trouble with this 
town,” said one of the merchants, “is that there 
are too many shoe stocks here. This town has a 
population of about 11,000 people and there are 
11 shoe stocks in the town. Formerly we depended 
for about half of our business on the mines and 
the mines are not working enough to do any good. 
The other big factor is farming, and while crops 
are good prices on farm products are low. Busi- 
ness is dead and there is not much doing.” 

In that man’s store were broken lots of shoes 
marked $2.95 on which the merchant was taking a 
loss, but which he admitted he would not buy over 
again at 75 cents a pair. 

There is no disputing the fact that the public 
is boss, the court of last resort, and the public is 
placing the price on merchandise. A merchant 
can mark the shoes at any price he chooses, but 
unless the public believes that the shoes are worth 
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the money they will not buy them. 

The flour mills, the shoe factories and several 
other enterprises in this little city are working 
and the proper appeal through advertising, 
through show windows and through interior dis- 
plays in the stores will convince the public that 
the shoes are right in style, in quality and in 
price and will make them move and create busi- 
ness that does not exist. 

Every merchant and every business man in 
every community owes it to his community to as- 
sist in solving the problem of unemployment if it 
is a menace to his business. But, at the same 
time and in order to render the best service in 
this direction he must keep constantly in mind the 
people who are employed, who are earning money 
and who are spending money and direct his ap- 
peal to this class. In no other way can he so well 
serve the public from whom he obtains his bread 
and butter. 


Keep a Notebook 


The merchant who carries a notebook in his 
pocket and jots down the thoughts and sugges- 
tions that he picks up in visits to markets, conven- 
tions and in contact with merchants and business 
men in other lines always has a store of knowl- 
edge at his command which is available in writing 
his advertising, in shaping his business policy and 
in dealing with the public generally. 

It pays to carry a notebook; it pays better to 
use the notebook. 





“‘Wear a Good Pair Yourself” 


The appearance of salespeople and store man- 
agers has a lot to do with the mental attitude of 
the customer who enters the door. A salesman 
in a clothing store with baggy trousers and frayed 
out coat sleeves does not make the best impres- 
sion upon the customer coming in for a new, 
nobby, stylish suit of clothes. The waiter in a 
restaurant with a dirty jacket and a dirty apron 
spoils the taste of the food. 

The appearance of the footwear on the feet of 
the salespeople in a shoe store is a mighty im- 
portant factor and yet one which is sadly over- 
looked in many stores. 

Recently a buyer bought a lot of men’s shoes 
at a price because they were a little off color. The 
merchant thought it was a bad buy and insisted on 
the merchandise being returned. The buyer, how- 
ever, stood pat, put a pair of the shoes on his own 
feet and a pair on one of the salesmen and then 
saw to it that his own shoes and the pair of the 
salesman were polished every morning. The re- 
sult was that the shoes moved out and a nice profit 
was realized. 

Since then it has been a rule of the store that 
each sales person must have his shoes polished 


every morning and new styles must be worn by all 


the salesmen. 

The salespeople purchase the shoes at a price 
that is not burdensome to them and the result has 
been highly satisfactory to this merchant. 

It pays to wear a good pair yourself. 
The H. A. Meyer Shoe Company has adopted the 
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slogan, “Wear a Good Pair Yourself” in their ad- 
vertising. The slant from the base of the window 
to the elevated floor contains the store sign and on 
each side neatly printed on a card ‘is the slogan, 
“Wear a Good Pair Yourself.” The signs have at- 
tracted considerable attention and various re- 
marks have been made by customers entering the 
store. Evidently the advertising and the price of 
the merchandise have borne results because this 
store is forging ahead regardless of conditions. 


Who Has a Good Follow-Up 
‘Collection Letter? 


It is easy to sell merchandise on credit; it is not 
always so easy to collect the money promptly. It 
is still harder to collect money on accounts that 
have run over a long period of time. Every mer- 
chant who does a credit business is up against this 
problem and has more or less trouble making col- 
lections. 

A subscriber writes us, asking for a series of 
good collection letters. Who has them? Undoubt- 
edly, many merchants have good letters for this 
purpose, but even those letters might be improved 
upon. Will you send us form letters which you 
have successfully used? We will print several 
series, not, of course, disclosing the name of the 
merchant unless his permission is given to do so 
and by this exchange of ideas each merchant will 
have the opportunity of making his collection let- 
ters more effective. 

Send us your forms. 








A Group of Displaymen 


A few months ago the window trimmers, or more 
properly speaking, the window displaymen of Lan- 
sing, Mich., organized a club for the purpose of get- 
ting together and through an exchange of ideas tone 
up the window and interior displays of the better 
stores of the city. 

Color harmony, proper grouping of displays and 
the proper use of display fixtures are some of the 
topics that occupy the time and attention of these 
men at their regular meetings. 

This is an idea that can be successfully used in 
every city of the country. Two ideas are better than 
one most any time. The displayman uses his imagi- 
nation and has a mental picture of how a window is 
going to look before he starts building it. The 
criticism and comments of other display men are 
valuable to him to point out the weak points of his 
display. 

The RECORDER will be glad to supply information 
relative to forming display groups to anybody who 
is interested. 


HE TAGGED THE SHOES 


Whether it is good business or not to put price 
tags on shoes in the window is a matter that shoe 
merchants may debate until doomsday. 

However, while a RECORDER representative was vis- 
iting a small city store the other day three people 
came in and asked “What is the price of the shoes 
in the window?” 

Then the merchant put price tags on them. 
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What Some of the Prominent Merchants of the Middle 
South Think Will Be Good Sellers for Fall 


The various style committees appointed by Rueben 
Stieffel, president of the Tri-States Association, took 
their job seriously. Many of them made trips to East- 
ern markets and came back with a notebook full of 
ideas and suggestions. The reports of these commit- 
tees contained valuable information for merchants 
throughout the country and especially in the Cotton 
States. 


MEN’S SHOES 


Joe Hart, Chairman, 
Men’s Style Committee, 
Tri-State Shoe Retailers’ Association. 


“Brogue oxfords in Scotch grain leathers, black and 
medium shades of tan, will be the best sellers for the 
young college men. Black will be the best seller of 
the two. The same styles in shoes will be good. It is 
my opinion that the total volume of men’s business 
will be 75 per cent high and 25 per cent low shoes. 

“Straight last in all leathers good, both bals and 
bluchers. Black and tan kids will be quantity sellers 
in straight last, calf and black and medium shades of 
tan in English last with tendency toward shorter 
vamps will be in good demand. No patent leathers 
or buttons only in full dress. The best number for 
full dress wear will be patent plain toe lace oxford. 

“I rather think that in our Tri-State section there 
will be a demand for a somewhat snappy shoe in the 
cheaper grade, as conditions will force many to look 
for cheaper shoes and yet not be willing to sacrifice 
too much style. 

“To get men’s volume we should hammer con- 
stantly on occasion shoes for men, and by bombarding 
them systematically it will be possible to train the 
men as the women are to the occasion shoe.” 


Allen H. Meadors, 
Nashville, Tennessee. 


“TI consider a black brogue and black modified Eng- 
lish Bals as the two real sellers. Black brogue oxford 
will also be good merchandise. In my judgment tan 
shoes will fall a little bit behind this season, com- 
pared to black shoes. There will be quite a demand 
for light shade tan shoes; very little demand for dark 
mahogany color. I feel that high shoes will be 75 per 
cent of the selling, and low shoes will be 25 per cent 
of the selling. I feel that a good many blucher pat- 
terns will be good, the majority, of course, in my judg- 
ment, being straight bals. Buttons not at all, except 
in full dress shoes.” 


CHILDREN’S SHOES 


Howard Bergman, Chairman, 
Children’s Style Committee, 
Tri-State Shoe Retailers’ Association. 


“There will be no material change in the 1 to 5 
run, as far as I can see. The best selling numbers 
will be black patent leather with kid top; black pat- 
ent leather with white reinskin top, and all white. The 
above styles all in button. 

“The 5 to 8 run will be the medium shade of brown, 


welt sole, calf skin. Brown kid, black kid, all white 
reinskin and patent vamp with white reinskin top. 
All lace. 

“The 81% to 11 run will be medium wide toe—brown 
calf, brown kid, patent with mat kid top; patent with 
white reinskin top and all white reinskin; welt, 
spring heel. 

“The 111% to 2 run—Brown calf will predominate 
with somewhat narrower toes. Brown kids, patent 
vamps with mat kid tops and all white reinskin. 
There will be a few pairs sold in gunmetal in this run. 
Brown calf with imitation saddle strap and perfora- 
tion, I think, will be one of the best bets of the 
season.” 


L. A. Pennebaker, 
Clarksville, Tennessee. 


“IT see no material change in either style or color 
from last season. 

“I think a medium shade of brown and tan in 
misses’ shoes with medium toe will be best sellers, 
and in sizes up to 11 will be tan and brown, foot form 
and medium toe with good weight sole will be good. 

“In buying shoes, now, we should keep in mind the 
hosiery that has to go with them, for last season it 
was sometimes hard to get the right shades. Also, I 
think there will be more black shoes sold this season 
than last.” - 


J. F. Ragland; 
Brownsville, Tennessee. 


“I fail to note any material changes and in my 
humble opinion will again see the broad nature last 
leading by a wide margin, and it appears now as 
though the brown, and not light tan, will again be the 
best selling color. Of course, we expect to sell some 
narrower toe shoes for certain types of feet, but we 
believe in giving the kiddies’ toes plenty of room, and 
therefore we expect to sell broad toe children’s 
footwear.” 


A. S. Rubel, 
Corinth, Mississippi. 

“The changing contour of children’s feet requires 
progressive sizes, varied lasts and heels, therefore it 
would be almost impossible for one to deal with the 
children’s style question in general, but would better 
handle it as to the different size runs. Colors and 
leathers might be dealt with generally, however, in 
my opinion, that can best be handled separately also. 

“From what I have observed there will be little 
change in the styles for this fall in the 1 to 5 run, or 
first-step sizes. As usual, these will be shown and 
sold best in button shoes, plain toes and turn soles 
with black kid most in demand, brown kid and patent 
leather following as named. This run as prescribed 
by the medical profession should carry no heels. 

“The next run, 5% to 8, will also show some few 
button styles, but it is my belief that lace pony cuts 
will sell best, these in plain and cap toes, turn and 
welt soles. This should also be the small-st run of 
stitch-downs or patented welts, all of which will carry 
spring heels only. In the turn soles of this run, 
black and brown kid and patent leather will all be 
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good sellers, but in the welts the Russia calf or brown 
sides will predominate. 

“The 8% to 11 run will be best shown in nature 
shapes and spring heels. However, the fancy effects 
such as saddle straps and perforations can be incorpo- 
rated here to a good advantage, giving to this run 
some of the novelty effects as in the grownups. These, 
of course, will be shown in lace only and the best 
color, especially in welts, will be dark and light shades 
of Russia. Brown stitch-downs or patented welts are 
stronger in demand in this size run; however, the 
dressier shoes are turn or regular welts and are best 
in black kid or patent leather. 

“The 111% to 2 range coming with some narrower 
toes than the smaller sizes and with fewer spring 
heels, will be good in lace only, and as the grownups 
will also carry some perforations and dolling. In reai 
dress styles or regular service shoes the plainer styles 
will predominate and these in welt shoes. Browns, I 
believe, will lead in this range and that in calf. Kid 
and patent will be fairly good and some few gunmet- 
als. There will also be some stitch-downs in brown 


sold in this run.” 


Mr. Floyd A. White, 
Blytheville, Arkansas. 

“Children’s styles for fall will be divided in reality 
into about three distinct ways: 

“First—the misses’ and big misses’ better class of 
trade will demand oxfords and straps, patterns simi- 
lar to the ladies’ best styles, possibly one or two boots. 

“Second—The infants’ and children’s styles of the 
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better grades will remain practically the same as pre- 
vious years, with tan lace welt, nature last, having 
the call. 

“Third—For the cheaper end and at present the 
popular price trade will demand shoes, solid, medium 
English last, and as much style as possible. 

“I look for patents to be very popular in dress shoes 
for the youngsters and the larger girl the patent slip- 
per trimmed up a little.” 


Morris Ellis, 
Nashville, Tennessee. 


“Lasts in the smaller runs up to 11’s_ should 
be wide toed, nature shape. It is a serious mistake to 
crowd growing toes into narrow toed shoes. More 
care should be given to making lasts fit closely around 
the instep and heel. Broad toes should be sold also 
to as great an extent as possible in the 1114 to 2 run, 
and if narrower toes are fit, care should be taken in 
giving plenty of length and more widths should be 
carried in order to properly fit the instep and heel. 

“As to styles—little sister is anxious to have what 
big sister wears. The volume in 11% to 2 run and the 
growing girls’ run can be materially increased by 
using snappy patterns and attractive decorations. The 
prevalence of wool hose will create a demand for more 
oxfords and possible more two straps. 

“In runs 814 up hosiery is another matter of con- 
sideration. I expect to sell a lot of wool hosiery to 
be worn rolled down at the top. A little attention 
given to the misses’ and children’s hosiery department 
will produce big results.” 








DEATH CLAIMS MILWAUKEE SHOE WHOLE- 
SALER 


Edward W. Stickney, president and treasurer of 
the Stickney Shoe Company, 13-15 Clybourn Street, 
Milwaukee, and one of the best-known men in the 
wholesale and jobbing boot and shoe trade of the 
Middle West, passed away early Friday morning, 
September 2, at his summer home on Madeline 
Island, in Lake Superior, near Ashland, Wis. Mr. 
Stickney had been suffering from heart trouble for 
about two months, but his condition was not consid- 
ered to be at all serious and his death therefore was 
entirely unexpected and proved a great shock. 

Mr. Stickney was a native of Massachusetts and 
was born in 1861. When he was eight years of age 
the family moved to Wisconsin, settling at Oshkosh. 
In 1875 a transfer of residence was made to Mil- 
waukee and shortly afterward Mr. Stickney entered 
the shoe trade as an office assistant. Later he en- 
gaged in business on his own account and developed 
the present large concern of Stickney Shoe Co., in 
which he was the principal stockholder. 

Mrs. Stickney and two daughters, Mrs. Frank Col- 
lins of Oak Park, IIl., and Mrs. Hamilton Ross of 
Beloit, Wis.; his mother and a brother, Gardner P. 
Stickney, a Milwaukee banker; survive. 

Mr. Stickney was a leader in the Congregational 
Church in Wisconsin and in 1919 was moderator of 
the Wisconsin Congregational Conference. Funeral 


services were held Tuesday, Sept. 6, at Grand Ave-- 


nue Congregational Church in Milwaukee, with burial 
in Forest Home. 


JOHN FISHER SUCCUMBS TO LONG ILLNESS 
In the passing of John Fisher the Shoe Travelers 





of Chicago lose one of their most loyal and beloved 
members. The retail trade from Chicago to the Pa- 
cific Coast which has been accustomed to the fre- 
quent visits of Mr. Fisher will always hold him in 
memory as one of the most affable, true hearted and 
reliable shoe travelers on the road. 

John James Fisher was born in Siti Md., 
March 17, 1870, and died at the age of fifty-one years 
on September 6, 1921. On August 9, 1898 he was 
married to May Greene at Clinton, Iowa, who sur- 
vives him. 

Mr. Fisher resided in Chicago for thirty-five years. 
For fifteen years he represented A. H. Colmary & 
Company of Baltimore, Md. He was a member of 
Brotherhood Lodge, F. & A. M., Oriental Consistory, 
Medinah Temple. Funeral services were conducted 
by the Brotherhood Lodge at Firth’s Chapel, 936 
East Forty-seventh Street, Thursday, Sept. 8, at 
2 p. m. 

The active pallbearers were Messrs. Wolf, Morri- 
son, Desnoyer, Tim, Rice and Beech, members of 
Brotherhood Lodge. Messrs. Kalisky, Desnoyer, 
Baumann, Patterson, Jackson and Davis, members of 
the Chicago Shoe Travelers’ Association, were the 
honorary pallbearers. 





HOLD TO SHOE STANDARDS 


A leading shoe manufacturer was offered the other 
day, “something just as good.” In so far as he could 
see, at the moment, it was “just as good.” 

“But,” said he, “we cannot use it, for, having the 
confidence of our customers, we cannot depart one iota 
from our standards. When you can show ‘something 
that is better,’ come back and see us.” 
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Case Runs of Sizes 
A Revision of the Old Time Schedule 


Odds and ends always have been and possibly always 
will be one of the greatest menaces to the shoe busi- 
ness. This is true with the wholesaler as well as with 
the retail merchant. 

Every buyer occasionally makes a bad guess on 
color, pattern or last. Styles change rapidly, especially 
in the best sellers, and it takes an unusually alert 
buyer and an exceptionally good merchandiser to keep 
step with the style band wagon. 

Frequently shoes fail to sell readily because they do 
not fit smoothly and comfortably. It is almost out of 
the question for the buyer to always know whether a 
shoe will fit or not when he makes his purchases. Odds 
and ends may accumulate for this reason. 

By far the biggest reason for the accumulation of 
odds and ends is an improperly balanced size schedule 
—a buying schedule that does not balance with the sell- 
ing schedule. 

The ideal method of buying, of course, will be to al- 
ways select a shoe with the idea that it is to take the 
place of another one similar in style and grade already 
in stock and buy in the sizes that are running short. 

This sort of a buying plan worked fairly good when 
seasons were more definitely defined than they are at 
present; when the spring and summer stock was taken 
to the basement the last of August and not touched 
during the fall and winter months. Then it was more 
nearly possible to use “the fill-in system” but since low 
shoes are selling all the year around for both men and 
women and boots on the women’s side of the house are 
a comparatively small factor and claim attention only 
during the heart of the winter size schedules become 
more important than ever before. 

Over and over again the RECORDER Pyramid of 
Sizes based on actual selling experience has been dem- 
onstrated to be substantially correct. 

In widths running from B’s to D’s fifty per cent of 
all sales in women’s shoes are on fives, fives and a half 
and sixes. Only one per cent, or one pair out of every 
hundred, are size two and a half while eighteen per 
cent are fives and a half. The old schedules in use by 
the average wholesaler who insists on selling case lots 
are not built on this plan. The old line wholesaler has 


persisted in having cases packed on a schedule that is - 


sure to produce an accumulation of end sizes and es- 
pecially those sizes at the small end of the run, while 
on the middle sizes the merchant is constantly missing 
sales. 

Even in many of the larger stores the accumulation 
of small sizes and especially the small sizes and narrow 
widths is surprising; middle sizes all sold out and only 
small sizes left. 

Almost without exception a mark down is taken on 
these odds and ends and not infrequently the mark- 
down is sufficient to cause a loss on the entire lot. 


Wholesale House Works Out New Schedule 


The Sells & DeFoy Shoe Co., 19 South Wells Street, 
Chicago, wholesalers of women’s footwear novelties, 
has worked out a new schedule of case runs for sizes 
which adheres pretty closely to the RECORDER schedule 
and which has proven very satisfactory to their mer- 
chant customers. 





A new departure is the 18 pair case of each width, 
which, by the way, permits a better distribution of 
sizes than the twelve pair run to the width. Both the 
18 pair case run and the 36 pair case run are shown 
herewith. 
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RUN OF SIZES IN 36-PAIR CASES 


Width Run Sizes 
2-+3- ; 


tort 

AM AWW! 
amoc§eal 

CO wee coo 


es) 

Or) 

a, 

~ 

= 
new 
coconocece I 


AWRIAMAAQI 
AAMAIAGH I 


rw 

Rowe e | 
boewncwncw 

Ono rome I 
AWINAAIRAMRI! 
Aamannccneaca I 
™ 8 co oF co | 


oo 

wa 

oj 
ane) 
bnpee I 
bocensconoce & 


COP com Com Com I 
APP POWwawN’ UAMPomARODwWON TAAPOAhRON aoocnoNn 


APWOAIAIAAAATH RDONMIArinnrnadws HonraTandI aaj 
AAAAIRPAAMAAAAD RORAARVRAMAMIAM RARWAIARARMP HAA ang 


AO NIAINIM-IM-7 1 
oon wm ww © w& ow w rm wt © w ow ow 


AANaocnacanon I 
~ © © w 


(Continued on page 115) 





76 BOOT AND SHOE RECORDER 





September 17, 1921 


Ohio Merchants Have Little to Fear from 
Platt-Ellis Law 


Attorney General Renders Opinion 


Shoe merchants in Ohio, as in many other states, 
have had to contend with legislation that is more or 
less regulatory and has a bearing on the specialized 
features of their business. 

In many states various forms of legislation have 
been introduced at the instance of chiropodists’ asso- 
ciations which seek to regulate the sale of foot appli- 
ances and in many instances footwear as well. 

In 1915 the Ohio Legislature passed what is known 
as the “Platt-Ellis Law,” which places certain limita- 
tions upon the practice of medicine and surgery. The 
definition of many terms by this law was left in the 
hands of the Ohio Medical Board. When the law was 
passed chiropodists were not mentioned and apparently 
were not considered. Later, the Medical Board was 
asked to define chiropody and evolved the following 
definition: “Chiropody consists of the treatment of 
ailments of hand or foot, non-systemic in character. 

“It also includes the fitting of and recommending of 
appliances, devices or shoes for the correction or relief 
of minor foot ailments.” 

Some months ago a merchant in Columbus, Ohio, 
was arrested for what the chiropodists alleged was a 
violation of this statute. As yet no trial has been held 
and the indications are that the man will not be 
brought into court. 

A few weeks ago the Columbus Shoe Club called a 
special meeting to consider the status of the retail shoe 
merchants under this statute. At the meeting were 
Mark Selby of the Selby Shoe Company, Joseph 
Pitzeuch of the Thos. G. Plant Co., Henry Hagemann, 
secretary of the Ohio Valley Retail Shoe Dealers’ As- 
sociation, Eugen Carlin, an attorney representing the 
arch support interests, who, together with the secre- 
tary of the Columbus Shoe Club, were constituted a 
committee to ask the Attorney General of Ohio to give 
an opinion on the law. 


The opinion was long and covered many points but 
boiled down contains nothing that any honest, legiti- 
mate merchant need fear. The committee laid the 
opinion of the Attorney General before Dr. Platter, 
secretary of the Ohio Medical Board, to determine 
what construction the Board would place upon the 
regulations following the opinion of the Attorney Gen- 
eral. Dr. Platter ruled that shoes of every character 
were absolutely free from the regulations. In re- 
ferring to foot appliances he stated that the merchant 
can sell all the foot appliances he desires but that they 
must be sold with the idea of making shoes fit better, 
wear better and be more comfortable. He stated: 
“The retailer has no right to set himself up as a foot 
expert. He has no right to diagnose any of the foot 
ailments. He is limited to using and selling of foot 
appliances for the purpose of making shoes fit better 
and thus be more comfortable.” Dr. Platter also said 
that the law provides that neither the retailer nor an 
employee of the retailer shall call himself or allow 
himself to be called a doctor unless licensed by the 
state of Ohio. 

After all, the retailer is under no regulation so far 
as selling shoes are concerned. The retail merchant 


‘who sells foot appliances in an honest, legitimate way 


and advertises them as they should be advertised, is 
in no danger of running against any legal snags. 

Foot appliances have their legitimate place in the 
shoe store and the laws of Ohio and every other state 
are bound to recognize that such is the case. It is only 
right and necessary that a man should have knowledge 
of foot construction as well as shoe construction in 
selling foot appliances, but, because he has this knowl- 
edge, he has no legal or moral right to set himself up 
as a doctor unless he has gone far enough in his pro- 
fession to pass a state examination and receive the 
right from the state. 





FACTORIES BUSY 


Chicago shoe factories as a rule are 
running fuller than is usual at this 
time of year. Orders going through 
the works are for shipment as soon 
as made. The indications are that 
most of the factories will be busy at 
least up until November 15th from 
orders now on hand. 

Factories which have representa- 
tives on the road are receiving a suffi- 
cient volume of business to indicate 
that a satisfactory rate of production 
will be maintained well up to the first 
of the year. 

In the men’s factories orders are be- 
ing placed for deliveries as late as 
February and March. The orders for 
later shipments are showing a large 
percentage of increase in exfords as 
compared with orders for early ship- 


CHICAGO 


ment for the spring of 1920. Increase 
in demand for black leather both in 
calfskins and in patent is very notice- 
able. 

In both factories and wholesale 
houses collections are reported well 


up to the average excepting from cer-- 


tain sections of the country. Accounts 
in the cotton states are not being paid 
as promptly as a general rule as might 
be wished. However, even in the 
Southern territory many of the ac- 
counts are being met promptly at ma- 
turity. 


Extreme Novelties Selling Readily 


In several of the specialized whole- 
sale houses business is centering to 
a great extent on extreme novelty 
footwear. 

Chicago wholesalers have been sur- 


prised, at the constant demand for 
the Sally Sandal with cutouts in the 
vamp in the various heights of heels. 
Most of the wholesalers played this as 
a short lived style, merely a summer 
fill-in, and did not expect any repeat 
business on it, but followed it up with 
other styles equally novel and attrac- 
tive. 

The three-strap center buckle type 
in patent and also in dull calf is prob- 
ably the biggest seller in the novelty 
type at the present time. Another ex- 
treme novelty that is meeting with 
considerable favor is the mocassin 
vamp pattern usually made with a 
tongue and three straps with center 
buckles. Fancy stitching or perfora- 
tions form the decoration on the vamp 
of this type of footwear. Heels on 
this type of shoe run from 8/8 to 14/8 
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and generally are of the Cuban heel 
covered type. . 


Russia Oxfords Selling Stronger 


Russia and boarded calf leathers in 
medium light shades with welt soles 
and walking heels remain rapid sell- 
ers in the Chicago market. Plenty of 
decorations in the way of punching 
and pinking are in evidence in most 
sample lines. 

Black boarded calf in oxfords is sell- 
ing readily, and here too perforations 
and pinking make up the decorations 
as a rule, although many very attrac- 
tive patterns are shown with four or 
five rows of parallel stitching. 


New Tennis Price Lists Announced 
The new tennis price lists announced 
by the United States Rubber Company 


and the other rubber companies mak- 
ing tennis footwear show a decline 


ranging from 15 to 27 per cent as’ 


compared with prices prevailing a 
year ago. This puts tennis prices back 
to about the same level that prevailed 
in 1917 although on some articles 
prices are lower and on other articles 
a trifle higher than the old price list of 
1917. 

Rubber salesmen representing the 
larger distributing houses are now on 


Now that the shoe industry is oper- 
ating on lower price levels, and with 
competition becoming keener in the 
various units, the natural tendency is 
toward narrower margins of profit. 
From the tanner down to the retailer 
smaller profits are being claimed. “It 
is to be hoped,” says Henry Hage- 
mann, secretary of the Ohio Valley 
Retail Shoe Dealers Association, “that 
the shoe retailers of the country will 
not allow their business to fall back 
into the canyon of small profits it was 
in before the war.” Mr. Hagemann 
points out that the Harvard Bureau of 
Business Research selected the shoe 
industry among the first because of 
the noticeable fact that shoe retailers 
received short profits, spent their lives 
in the business and but few ever got 
anywhere. Before the war the aver- 
age margin of net profit for the re- 
tailer of shoes was from three to five 
per cent. During the war prices rose, 
and by agreement of parties repre- 


senting the shoe industry, the state | 


and the buying public the precedent 
for definite margins of profit on vari- 
ous types of footwear was set. These 
margins were not only considered fair, 
but for the time were considered legal. 
They were worked out on a percentage 
basis, so the fall in prices since that 
time will not change them. When the 
Fair Price Commission of Ohio de- 
clared legal the profits on various 
types of footwear, Mr. Hagemann got 
up a Fair Price Chart which at that 
time was very beneficial to the re- 
tailer. He still has a number of copies 
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the road ana it is anticipated that on 
account of the lower prices the vol- 
ume of business will be considerably 
larger than that of a year ago when 
prices were considerably higher. Dur- 
ing the past few seasons there has 
been a tremendous growth in fabric 
footwear with heavy rubber soles and 
leather trimmings. Young America 
has taken readily to this type of foot- 


‘wear because of its flexibility and 


comfort. It is next to going barefoot, 
and the nearer a boy can approach 
the barefoot stage the happier he is 
sure to be. 


Retail Business Shows More Activity 


The middle of September is gener- 
ally recognized as the turning point 
between summer and fall and as such 
it has a considerable influence on foot- 
wear business. 

The thermometer is of course a 
potent influence in determining what 
people will wear on their feet bue the 
calendar also exerts a tremendous in- 
fluence. 

White footwear has disappeared 
from the show windows and to a great 
extent has also disappeared from the 
street excepting with certain costumes 
or suits. 

Show windows reflect the fall sea- 


CINCINNATI 


of this chart, so he is mailing them to 
the members of the Association, ask- 
ing that they preserve their copy for 
future reference. Five years from 
now they will be interesting. 


Helming - McKenzie Shoe Co. Pur- 
chased by George R. Vollman and 
Arthur W. Lawrence 


The entire business of the Helming- 
McKenzie Shoe Company has been 
purchased by George R. Vollman and 
Arthur W. Lawrence. The purchase 
includes the large factory with a daily 
capacity of three thousand pairs, and 
all office and factory equipment. The 
transaction is estimated at about a 
half a million dollars. The new con- 
cern will be known as the Vollman, 
Lawrence Company. Mr. Vollman an- 
nounces that they will operate the fac- 
tory with the same organization which 
enabled the Helming-McKenzie Com- 
pany to attain such an enviable posi- 
tion in the shoe industry. 

The Helming-McKenzie Company 
was founded by John Helming, then 
known as the Helming Shoe Company. 
In 1902 it was reorganized under the 
name Helming-McKenzie. Up until 
eight years they made ladies’ welts, 
turns and McKays, but at that time 
they discontinued McKays and have 
specialized on felts and turns ever 
since. Doing an annual business of 
two hundred thousand dollars in 1902, 
the Helming-McKenzie Company en- 
joyed a steady growth until it reached 
the two million dollar mark. 

Mr. Vollman’s career in the shoe 
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son. Oxfords look heavier and more 
fall like. A larger sprinkling of 
blacks is apparent and the new types 
of strap effects are clearly in evidence. 

In the lighter types carrying Louis 
heels and made with turn soles black 
predominates to a very great extent. 
Patent leathers and satins are the pre- 
vailing materials, although black kid 
and black ooze are also much in evi- 
dence. 

Beading is being shown to a consid- 
erable extent on both satins and kids, 
although the majority of shoes shown 
in the windows are free from this dec- 
oration. 


Broadtail Footwear 


A novelty that has created unusual 
interest among shoe buyers and which 
is expected to have a like response 
among women who patronize the 
higher grade and more exclusive 
stores and departments is Fur-Ever 
footwear. 

This footwear is made of broadtail, 
which is the skin having a very short 
curly fur and tanned with the fur on. 
The footwear made from this material 
is very neat and presents an unusually 
stunning appearance when worn with 
a wrap of the same material that har- 
monizes in color. 


business began twenty-eight years ago 
when his name was placed on the pay- 
roll of the Helming-McKenzie Com- 
pany as an office boy. His advance- 
ment was rapid. He was promoted to 
a bookkeeper and then to a salesman. 
He has grown up with the business. 
In 1910 he became a stockholder, and 
was selected as secretary of the Helm- 
ing-McKenzie Company. 

Mr. Lawrence began his career in 
the industry with the W. H. McElwain 
Company, Boston. During the war he 
represented American manufacturers 
in Europe. Later when the United 
States entered the war, he was called 
to Washington as a purchaser of army 
shoes, but declined the position to en- 
list as a private in the regular army. 
Since the war he has been associated 
with the United States Rubber Co. of 
New York. 

Both Mr. Lawrence and Mr. Voll- 
man express the feeling that they 
have selected the right center in which 
to enter the manufacturing business. 
They are of the belief that Cincinnati 
eventually will become the shoe manu- 
facturing center of the world. 


New Men for Duttenhofer-Stevens 
A. L. Alexander, one of the first in 


. the shoe industry to introduce the 


popular price shoe store, and with a 
total of eighteen years’ connection 
with the various branches of the shoe 
industry, is representing the Dutten- 
hofer-Stevens Shoe Company of Cin- 
cinnati this season. He is covering 
the States of Minnesota, Wisconsin, 








78 


Iowa and Nebraska. He has covered 
the same territory for the Brown Shoe 
Company of St. Louis for the past 
seven years. So he is well known, 
and has a host of friends wherever he 
might go. Mr. Alexander was in the 
retail shoe business at Omaha, Neb., 
for practically ten years. He operated 
one store for seven years and another 
for four years. He was among the 
first to conduct a popular price shoe 
store. He also at one time was con- 
nected with a firm at Lynn, selling 
Lynn shoes in the West. He has made 
trips into western Canada and Alaska. 
Mr. Alexander is very enthusiastic 
over the Duttenhofer-Stevens line for 
fall. 





R. E. Olive, formerly with the 
Freidman-Shelby Shoe Co. and the 
Central Shoe Co. of St. Louis will 
carry the Duttenhofer-Stevens line 
this season. He covers Missouri, Kan- 
sas and Oklahoma. Mr. Olive has 
been in the shoe business for twenty 
years. 





O. B. Becker, formerly with the 
Thomas G. Plant Co., is representing 
the Duttenhofer-Stevens Company 
this season in Texas, Louisiana and 
part of Oklahoma. Mr. Becker is a 
man of much road experience. He 
has many friends in the trade. 


New Patterns at Potter Shoe Co. 


The Potter Shoe Company, besides 
the regular run of strap pumps and 
lace oxfords, are showing in their fall 
displays some attractive patterns in 
patent leather colonial with cloth in- 
lays on the tongue, and with wood 


Retail Business Better in Women’s 
Line Only 

The women’s retail shoe business 
continues to be good. Improvement, 
though slight, has shown an increase 
from week to week. Some of the re- 
tail stores have inaugurated advance 
fall sales, which have stimulated busi- 
ness. 

The opinion of practically all the 
retailers is that women will buy shoes 

if the styles are new. In questioning 
' geveral of the managers of the larger 
retail establishments as to whether 
the women who purchased shoes in 
recent days were buying shoes of 
actual necessity or simply from the 
desire for something new in footwear, 
the consensus of opinion was that 
women were buying shoes because of 
the desire of the fair sex to be shod 
in the very latest footwear. 

It is with this idea in mind that 
retailers are appealing to women by 
displaying their latest style novelties 
in the most conspicuous places. Win- 
dows are being used to excellent ad- 
vantage, which are filled with the 
latest arrivals from the manufac- 
turers. 
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covered heels. Black and brown sat- 
ins with ornamentation and Louis 
heels are also a feature of their fall 
display. 





H. C. Volrath Believes in High Shoes 
for Coming Winter 


H. C. Volrath, manager of the H. & 
S. Pogue Company shoe department, 
reports that his business has held up 
well during the months of June, July 
and August; that their aggregate 
sales has been greater in dollars and 
cents than for the same period of last 
year. This, of course, means more 
pairs of shoes sold. Mr. Volrath 
states that he expects fall business to 
open up to a normal degree when 
colder weather comes. He says also 
that boots will be called for in consid- 
erable numbers this fall, but adds that 
he thinks it wise for the merchant to 
keep quiet on the subject while he 
has a fairly large stock of low shoes. 





New Growing Girls’ Line for Co-oper- 
ative Shoes 


The Co-operative Shoe Company of 
this city has recently expanded its 
line of juvenile footwear to include a 
line of growing girls’ new welts. Ar- 
thur Knabe of this company reports 
a good business in this type of foot- 
wear. Later they expect to add a line 
of ladies’ shoes. 





Harry Wiechman of the Wiechman 
Pattern Company returned last week 
from a motor trip to Chicago and vi- 
cinity. It was a combination business 
and pleasure trip. He was accom- 
panied by his wife. 


ST. LOUIS 


So far as the volume of business is 
concerned retailers here are generally 
satisfied with results. All feel, of 
course, that business could be better, 
but as the shoe department manager 
in one of the largest retail stores ex- 
pressed it, “It could be a whole lot 
worse.” 

Almost any statement relative to 
the style situation would be true. The 
call for a number of patterns has been 
heavy, particularly for beaded satins 
and patent leather in sandals and ox- 
fords. 

Beaded satins are still holding first 
place. There is a lessening demand 
for plain satin, this being especially 
true in pumps. Satin one-straps are 
good and are being asked for in good 
quantities. 

Patent leather is gaining more and 
more in popularity and it is predicted 
that before another month passes it 
will surpass the heavy demand for 
satins in beaded effects. 

Patent leather in oxfords is being 
eagerly sought by women and the 
newest type that has had a flurry in 
this market is.a ‘three buckle strap 
pump, with full Louis covered ‘heel. 
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Cincinnati Shoe and Leather Club 
Plans Improvements 


At the regular monthly meeting of 
the Cincinnati Shoe and Leather Club 
on Saturday, September 3, it was de- 
cided to go ahead with the actual work 
of installing the proposed kitchen and 
dining room. Ever since the first part 
of the year, E. F. Perry, vice-president 
of the club and chairman of the 
kitchen committee, has been gathering 
information and figures in order that 
the club membership might be assured, 
before spending the money for equip- 
ment, of the success of the project, 
and also that it will, in the long run, 
actually prove to be a means for 
bringing about renewed interest in the 
club on the part of the membership. 
Besides serving noonday meals to 
members and their friends, it is 
planned that evening affairs will be 
given, probably once a month, and at 
these times the kitchen will also play 
an important role. 

The regular business of the meeting 
revealed the fact that the club is in a 
very sound financial condition. 





“Uncle Till” Eighty Years Young 


T. W. Bush, known among his nu- 
merous friends in the trade as “Uncle 
Till,” celebrated his eightieth birth- 
day on September 2. Uncle Till prob- 
ably is the oldest shoe traveler living 
today. He has a record for having 
traveled for forty-two consecutive 
years without having missed a single 
trip. He retired from the road ten 
years ago. Among the lines he sold 
are Samuel Dunbar & Co., Strible & 
Co., Cincinnati, and the Bannister. 


This type is being shown in many ef- 
fects, some with white underlay, oth- 
ers with fancy bindings and stitch- 
ing. This latest vogue, it is predicted, 
will replace the sandal, for which 
there are numerous calls at present. 
So far as sandals are concerned many 
believe they will hold good until the 
early part of October. 

Oxfords still hold their prestige 
and are being bought enthusiastical- 
ly for fall wear. The heavier type 
oxford, that is in boarded leathers, 
up to the present has had little or no 
demand. As the cooler weather ap- 
proaches this type of footwear, it is 
anticipated, will be much sought after. 

Black in the dull leathers is being 
asked for more frequently during the 
past week or so, but tan calf in the 
darker shades still has an overwhelm- 
ing majority in the call for colors. 


Sensenbrenner’s Employees on Boat 
Excursion 


A boat excursion for all the em- 
ployees of Sensenbrenner’s was given 
Tuesday evening, Aug. 30, on the 
steamer St. Paul. Dancing was one 
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of the principal enjoyments of the 
evening indulged in by the many 
young folks of the store. Frank Car- 
roll is president of the Welfare Asso- 
ciation. 


New Red Goose Shoe Department 
Opened at Jackson’s 


Jackson’s recently announced with 
much newspaper advertising the in- 
auguration of the new “Red Goose” 
children’s shoe department. The Red 
Goose line is to be handled exclusive- 
ly in the department. The “all 
leather” construction features were 
exploited in all the advertising and 
an invitation to all the boys and girls 
to attend the opening was extended. 
Souvenirs were given away at the 
opening. 


J. A. Palan Killed in Auto Accident 


Jacob A. Palan, salesman for the A. 
Palan Shoe Co., which is owned by 
his father, was killed in an auto ac- 
cident on Aug. 30. Palan, who had a 
wide acquaintance among shoe men, 
was driving his seven passenger tour- 
ing car at a high rate of speed when 
it is believed a slight depression in 
the pavement caused him to lose con- 
trol of the car, causing it to turn 
over and smash into the curb. Palan 
was severely injured and died a few 
hours later at the hospital. 


Shoeman Buys New Home 


M. Weiss of the Vogue Boot Shop 
has joined the class of shoemen who 
have recently purchased new homes. 
Weiss has just completed the trans- 
action which makes him owner of a 
beautiful bungalow on Northland Ave- 
nue. The purchase price it is under- 
stood was in the neighborhood of 
$15,000. 


Hutchinson’s Conduct Advance Sale on 


Men’s High Shoes 


Hutchinson’s inaugurated an ad- 
vance sale on men’s high shoes. The 
colors were both in black and tan calf. 
George Palmer, manager of the store, 
stated that results obtained from the 
sale were gratifying. Men who pur- 
chased shoes bought them from the 
viewpoint that new footwear was a 
necessary essential and the old shoes 
would no longer be serviceable. The 
demand for high shoes against low in 
the daily sales now being made is an 
even split of fifty-fifty in choice. One 
of the newest things being shown in 
men’s shoes is a patent leather one- 
strap dress oxford with a 5/8 heel. It 
has been named the “O-Yes” pump. 


Frank Ames on Vacation 


Frank Ames, president of the St. 
Louis Shoe Retailers Association and 
head of the Ames Shoe Company, is 
spending a vacation in the State of 
Washington. He is expected to be 
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away about three weeks and was ac- 
companied on the trip by Mrs. Ames. 


Department Stores Resume Regular 
Business Hours 


After closing for six consecutive 
Saturdays all day the department 
stores resumed their former schedule 
of working hours Saturday, August 
27. The hours are 9.00 a. m. to 5.30 
p. m. daily except Saturday, when the 
closing hour is moved up to 6.00 p. m. 


A New Chain of Shoe Stores Opened 


The new chain of retail shoe stores 
opened recently by F. Levy, whole- 
salers, is the outgrowth of a retail 
store opened at 1110 Market Street 
thirty years ago. From this retail 
store developed the wholesale jobbing 
house in the “shoe belt” on Four- 
teenth and Washington Avenue. At 
present the chain consists of six stores 
and additions will be made as rapidly 
as possible until the number has 
reached twenty-five. The branches are 
located at 5959 Easton Avenue, 1106- 
1108-1110 Market Street, 1242 South 
Broadway, 2730 Cherokee Street. The 
latest addition, which opened August 
27 at 3116 South Grand Avenue, is 
considered one of the finest neighbor- 
hood retail shoe stores in the city. 
There is also a branch at Mt. Vernon, 
Ill. The stores will be conducted on 
a popular price basis. “The Levy Shoe 
Stores, All Over Town,” the name 
adopted for the stores, are equipped 
with mahogany fixtures and lighting 
fixtures of French silver. Special 
built-in windows have been added to 
each store and the entire chain of 
stores is to be identical in appearance. 
The only departure from this is the 
Wellston store, which has a basement 
with ten bargain tables. 

“We felt there was a big opportu- 
nity for the development of the neigh- 
borhood shoe store,” stated Irving 
Sachs, general manager of the chain 
stores. “We’ve gone into the neigh- 
borhoods with the intention of build- 
ing up a prestige for our shoes. Each 
store has a neighborhood mailing list 
and later when the chain is increased 
we intend to go into the newspapers.” 
Each store will have a hosiery de- 
partment, which it is expected will be 
one of the big features of the busi- 
ness. 

All shoes being merchandised 
through the stores are being manu- 
factured under their own trade-mark 
names. 

No shoes in the women’s line will 
sell over $7.95 and in the men’s ‘line 
$6.45 will be top price asked. Chil- 
dren’s shoes will range as high as 
$3.95. 

The officers of the company are Wil- 
liam B. Levy, president; Mrs. Fanny 
Levy, vice-president, and Nathan 
Levy, secretary. Souvenirs and flow- 
ers are one of the attractions at each 


opening. 
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Hinckley of Grand Leader in East 


Manager Hinckley of the shoe de- 
partment of the Grand Leader is in 
the East on a buying trip. He will 
also review the style situation and se- 
cure the latest novelties for the large 
department he conducts. It was said 
at the store that he is expectéd to be 
gone a week or ten days. He will stop 
at Cincinnati while on the trip. 


Sensenbrenners Do Larger Business 
This August Than Last Year 


J. Sensenbrenner of Sensenbrenners’ 
Shoe Store announced that August had 
been the first month within the last 
five that has shown a gain of dollars 
and cents over the same period of last 
year. The demand for sandals in 
patent leather has been so tremendous 
that it is impossible to obtain suffi- 
cient from the manufacturer to sup- 
ply the demand. Beaded satins are 
also being bought in great numbers. 
In Sensenbrenner’s judgment, sandals 
will hold through the season until at 
least the early days of October. 

On September 12th the store will 
celebrate its tenth anniversary in its 
present location. Plans are being 
made for a special sale during that 
period. 


Little Change in Wholesale Business 


The business of wholesalers and 
manufacturers continues good, with 
few exceptions who are overwhelmed 
with business. The exceptional in- 
creases have been noted among a few 
of the general line houses who are not 
only operating their factories to ca- 
pacity, but have practically sold their 
entire fall quota. One of the largest 
manufacturers stated that the present 
business is the largest in the history 
of the company. 

The business from the men in the 
territory is spotted. The one opti- 
mistic note is the continued activity of 
the South, especially in the cotton sec- 
tions. The great bulk of the business 
in this market comes from the South- 
ern territory, and all wholesalers as 
well as manufacturers are rejoicing 
over the business revival of this terri- 
tory. One manufacturer, who special- 
izes in men’s fine shoes, in discussing 
future business, said that the business 
sent in from the men on the road who 
have been in the field a little over a 
week was at least 20 per cent greater 
than was anticipated by the company. 
This was taken as an indication that 
stocks in general were pretty well de- 
pleted and merchants felt the need of 
footwear for the anticipated demand. 

In the women’s division of the busi- 
ness there is a flurry in patent leather, 
in oxfords, pumps and the latest inno- 
vation which has just appeared, a 
patent moccasin with white piping, a 
three-strap buckle effect and an 8/8 
heel. Some wholesalers feel that the 
demand for patent leather is growing 
so rapidly that in less than sixty days 
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it will surpass the present best seller 
—satin in beaded and plain effects. 


Doerr Reports Business Good in 
Patent Leather 


Fred L. Doerr Shoe Company re- 
ports a heavy business on their patent 
leather numbers. They find it difficult 
to supply the demand for patent 
leather sandals. Satin in plain and 
beaded effects continues to be their 
biggest business getters. Business 
during the past week has shown some 
increase over the previous two weeks’ 
business. 


Indications for Fall Business Good 


Judging from the response of the 
public in Milwaukee to the offerings 
of fall styles thus far, there is every 
reason to believe that business is go- 
ing to be good. Autumn begins next 
week and with it no doubt will come 
the usual heavy seasonable demand in 
preparation for cold weather. New 
merchandise has been in windows and 
on shelves for a matter of six to seven 
weeks and sales have generally been 
sufficient to convince merchants that 
their orders were a bit too conserva- 
tive. This is resulting in re-orders 
of moderate quantities of goods this 
early, and it is expected that orders 
for prompt shipment will continue 
to be placed right along. 

As predicted, anticipated and ex- 
pected, low cuts are claiming the 
limelight, and boots -are just about 
holding their own. The staples in 
high cuts are beginning to move, but 
only to certain classes of people who 
are’ more interested in service than 
style and who feel that for cold 
weather only a high boot will do. The 
bulk of trade is in oxfords and pumps, 
with high shoes bought as fillers of 
outfits for occasion. Blacks are run- 
ning strong and patent leather goods 
are making the progress it was pre- 
dicted this leather would make this 
fall. Grays, especially in suedes, 
have had some call in recent weeks, 
but it does not look as if they will 
have the vogue noted last spring. 
Browns are fairly popular. 

Henry Ripple, one of the family of 
brothers whose name has been for 
years a by-word in Milwaukee when 
shoe dealers are mentioned, has de- 
cided to retire from business after 
devoting more than thirty years to 
the retail business. The stock of 
his store at 1411 Green Bay Avenue, 
established by him in 1901, has been 
purchased by Robert Ripple, a brother, 
who operates three stores, situated at 
Eighteenth Street and Fond du Lac 
Avenue, Teutonia Avenue and Center 
Street, and Nineteenth and Vliet 
streets. A special sale has been in 
progress for about ten days. 

The Portage Shoe Co. is the name 
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Heel Corporation Leases Building 

The Cinderella Heel Corporation, 
which has been located at 107 South 
Seventh Street for two years, has 
leased the building at 812-818 North 
Tenth Street for a long term of years. 
The building was formerly occupied by 
the Knickerbocker Bag Company of 
New York. 

The heel corporation is one of the 
newer St. Louis industries and manu- 
factures a ladies’ unbreakable alum- 
inum heel. The change in location 
was madé to give the company an op- 
portunity for greater expansion for its 
fast growing business. The officers of 
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of a new corporation which was 
granted a charter in Wisconsin dur- 
ing the past week. It is capitalized 
at $300,000 of preferred stock, plus 
10,000 shares of non-par valued com- 
mon stock. The incorporators are 
Frank L. Weyenberg, Walter J. 
Booth and Peter W. Jessrang, the 
principal offices of the Weyenberg 
Shoe Mfg. Co. of Milwaukee. The 
new corporation takes over the op- 
eration of the branch factory recent- 
ly erected and equipped by the Wey- 
enberg Co. at Portage, Wis. 

The incorporation of the Teeple 
Shoe Co. of Waupun, Wis., which was 
noted in the latest issue of the Boot 
and Shoe Recorder, marks the en- 
trance of another new boot and shoe 
concern into the Wisconsin producing 
market. The new company has taken 
over the shoe factory and equipment 
formerly owned by the Palma Shoe 
Co. and later leased by the Davies 
Shoe Co. of Racine, which consoli- 
dated its operation at the main plant 
some time ago. The principal line 
will be boys’ and youths’ shoes, and 
an initial capacity of 250 pairs a day 
has been provided for, beginning Oct. 
1. J. Floyd Teeple of Holland, Mich., 
is president and general manager of 
the new concern; M. F. Tilt, Chicago, 
is vice-president; David Teeple of 
Holland secretary-treasurer and of- 
fice manager, and H. M. Larsen of 
Milwaukee, factory manager. All of 
the principals have had long and va- 
ried experience in the manufacture 
and merchandising of boots and shoes. 

The Newark Shoe Store at Keno- 
sha, Wis., recently conducted a unique 
advertising campaign by staging pop- 
ularity contests among employees of 
various factories in that city. The 
first contest was held among work- 
ers in the big metal bed plant of Sim- 
mons Co. One pair of shoes was 
awarded to the woman and the man 
receiving the largest number of 
votes. Other contests will be con- 
ducted in series at other big factories, 
including the Nash Motor Co., Allen 
A. Co., American Brass Co., Winther 
Motor Truck Co. and numerous others 
employing from 200 to 3000 people. 

The William F. Georg Shoe - Co., 


- of Illinois. 


’ Wis., 
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the company are Frank A. Ruf, presi- 
dent; Hugh K. Wagner, secretary and 
treasurer; Fred Coester, vice-presi- 
dent, and Robert E. Tabor, general 
manager. 


Secretary of National Shoe Travelers, 
Visitor 

Harry W. Modlin, secretary of the 
Chicago National Shoe Travelers As- 
sociation, was a visitor here. Modlin 
is also manager of the Chicago branch 
of the Long Shoe Company, which was 
the principal reason for his visit to 
the Mound City. 


Fond du Lac, Wis., for seven years 
located at 164 South Main Street, has 
moved into its new building at 118 
South Main Street, which is consid- 
ered one of the handsomest in Wis- 
consin. The company handles gen- 
eral lines and specializes in the J. & 
T. Cousins, Krippendorf & Dittman, 
Bostonian and Red Goose children’s 
shoes, as well as the entire Menzies 
line, manufactured in Fond du Lac. 
Much stress is laid upon orthopedics, 
Emmett Secor and Herman Buerger, 
graduates of the Scholl school, being 
in charge of this work. Miss Spiel- 
berg is in charge of the women’s 
and children’s departments. William 
F. Georg, the proprietor, is a re- 
tail shoe merchant of thirty-eight 
years’ experience, all in Fond du Lac, 
having started as a clerk at the age 
of thirteen years. In 1897 he ven- 
tured into business on his own account 
and he has achieved outstanding suc- 
cess. 

Cohen Bros. of Milwaukee have 
purchased the Harris Shoe Shop at 
344 West Main Street in Waukesha, 
Wis. George E. Harris, who pur- 
chased the business from F. S. Ken- 
nison several years ago, is intending 
to enter another line and therefore 
will retire Oct. 1, when the transfer 
will be made. In the meantime the 
stock is being reduced at a special 
sale. 

M. Krom & Son, Antigo, Wis., op- 
erating a large department store, 
have added a wholesale division, which 
will be in charge of Samuel” Krom, 
who recently was graduated from the 
School of Commerce of the University 
Abraham Krom will con- 
tinue to handle the retail end. The 
father, M. Krom, intends to exercise 
general supervision. A New York of- 
fice has been established. The second 
floor of the Krom building has been 
fitted up for the wholesale depart- 
ment, with extra warehousing facili- 
ties. Next spring an addition will be 
built to accommodate the new activi- 
ties. 

The Cohn Shoe Co. of Kenosha, 
has discontinuéd its branch 
store on Market Street and will 
hereafter concentrate its efforts on 
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the original store on Main Street. 
The Market Street shop was estab- 
lished eleven years ago and has been 
closed to promote efficiency in mer- 
chandising. An economy basement has 
been added to the Main Street store, 
which also has undergone other 
changes and improvements with a 
view to the consolidation of effort. 

One of the largest weddings of the 
fall season at Sheboygan, Wis., was 
the marriage on Aug. 17 of Miss Jo- 
sephine Pfister to Lester M. Wolf, son 
of Casper Wolf, president of the Co- 
lumbia Shoe Co. of that city. Mr. 
Wolf is associated with his father in 
the manufacturing business. 

F. H. Marty formerly of Elkhorn, 
Wis., opened for business at Baraboo 
Wis. on Aug. 29. Mr. Marty, a shoe 
merchant of many years’ experience, 
recently purchased the building of the 
late William Vogler and remodeled 
it extensively. A complete new stock 
of men’s, women’s and children’s shoes 
at popular prices is carried. 

Charles Upin, for eight years with 
the Max Abramson clothing store in 
Chippewa Falls, Wis., has resigned to 
become associated with S. J. Laster 
of St. Paul, Minn., in the retail shoe 
and men’s clothing business at Albert 
Lee, Minn. The new store was opened 
on Sept. 15. 

Louis Johnson, a retail shoe mer- 
chant at 322 Main Street, Racine, 


BLACK GAINING IN POPULARITY 


Black shoes are expected to be pop- 
ular here this Fall among the women, 
and most of the leading retailers are 
preparing for a “run” on patents, 
satins, etc. While strap pumps, espe- 
cially one strap, are likely to lead, as 
they have done for some time now, 
there is going to be a good demand for 
plain oxfords. 

’ Suedes are not very good just now, 
but some of the dealers expect them 
to hold their own. A few are show- 
ing women’s “brogue” oxfords, ‘but it 
does not appear at this writing that 
the demand for this footwear is going 
to be brisk. Black kid shoes with 
patent trimmings are being shown, 
and there are some white kid quarter 
shoes with Jr. Louis heels. While 
there has been a marked tendency to 
buy walking shoes with conservative 
heels, we would not be at all surprised 
to see a return to the French heels 
before long, as some of the ultra- 
smart young ladies seem unabie to get 
along without them, on or off the 
street. Plain pumps, high shoes and 


button shoes are not being shown. 
English shoes are expected to be in 
demand among the men folk, but those 
offered have more conservative toes 
than usual. Brogues, especially in ox- 
fords, are being offered, as also are 
plain oxfords, but English shoes are 
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Wis., has filed a voluntary petition in 
bankruptcy through Attorneys 
Thompson, Myers & Kearney. Lia- 
bilities of $10,120 are admitted, and 
assets are scheduled at $5,102, with 
$290 claimed exempt. The largest 
merchandise creditor is the Racine 
Shoe Mfg. Co., with.a claim of $1,049. 
The F. Mayer Booth & Shoe Co., Mil- 
waukee, has a claim of $895, and Sins- 
heimer Bros. & Co., Chicago, $748. 

Louis Pessin and Sol. Borr, shoe 
merchants at 1420 Vliet Street, Mil- 
waukee, have been made defendants 
in involuntary bankruptcy proceed- 
ings instituted by -the J. W. Carter 
Co., Nashville, Tenn.; A. H. Wein- 
brenner Co., Milwaukee, and Davies 
Shoe Co., Racine. Mr. Pessin a week 
previously was arrested on Federal 
warrants charging violation of the 
liquor laws, it being alleged that he 
and several others marketed “moon- 
shine” in bottle bearing bonded whis- 
key labels. 

The Wobst Shoe Co., 411-415 Vliet 
Street, Milwaukee, a large manufac- 
turer of women’s comfort slippers and 
oxfords, is making provision for ex- 
pansion of its production by enlarg- 
ing its capital stock from $100,000 to 
$250,000, consisting of $150,000 com- 
mon and $100,000 preferred stock. In 
discussing the increase, John Glaser, 
sales manager, said that it is the plan 
to build a new factory, probably next 
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likely to lead, except among the older 
men, who may. buy Bluchers. Browns 
and blacks are both being shown and 
no .one can say yet which will prove 
most popular. It is evident, however, 
that those who wear brown shoes this 
Fall will buy those of a lighter hue, 
and merchants are preparing for this 
change. At this writing it is difficult 
to say what is going to prove popular 
in footwear during the next six 
months. The summer does not seem 
to give any indication of giving place 
to Fall and people are wearing their 
white shoes as they did a month ago. 
Last Winter there was very little snow 
and women wore oxfords and pumps 
most of the season, but if the weather 
is severe and there is much snow, as 
there has been in the past, there may 
even be a big demand for high shoes, 
which, it appears, would be difficult to 
meet. 


Business Good in Idaho Falls 


Stanley Burgess, manager of the 
Hirschmann Shoe Company, Idaho 
Falls, is a Salt Lake visitor. Mr. 
Burgess has been in Utah on a vaca- 
tion and is making a selection of his 
Fall merchandise before he returns to 
the “Gem” State. He says business is 
“good.” He was formerly employed at 
the company’s store in this city. 
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spring, although a site has not yet 
been purchased. The present quarters 
are held under lease. The Wobst 
company was founded in 1916 by Paul 
R. Wobst, who is president and gen- 
eral manager. It has an initial cap- 
italization of $25,000, which has now 
been enlarged for a third time to keep 
pace with the steady growth of the 
business. 

Charles G. Sharp, sales manager 
of the F. Mayer Boot & Shoe Co., 
was elected president of the Shoe 
Sales Association of Milwaukee at the 
annual meeting held Aug. 22 at the 
Milwaukee Athletic Club. George E. 
Leiser, sales manager of the Weyen- 
berg Shoe Mfg. Co., was chosen vice- 
president; A. L. Lyman of the Bradley 
& Metcalf Shoe Co., secretary, and 
E. W. Allen of the Ogden Shoe Co., 
treasurer. The association was formed 
four years ago to promote the general 
interests of. the Milwaukee manufac- 
turing trade, and its slogan, “Qual- 
ity First—All Ways—Milwaukee,” 
has come to have international note 
and a broad significance. The asso- 
ciation was largely instrumental in 
bringing the annual convention of the 
N. S. R. A. to Milwaukee last Jan- 
uary, and it has done many other 
things to put Milwaukee “on the map” 
as one of the largest and most influ- 
ential boot and shoe centers of the 
world. 


A. M. .Wesson,- of Hugo, Okla., has 
joined the staff of the Solomon Shoe 
Company. Mr. Wesson was, until 
some months ago, proprietor of the, 
Wesson Shoe Store of Hugo. The 
Solomon Company, which was known 
as the Solomon-Ingham Shoe Com- 
pany until a short time ago, when Mr. 
Ingham severed his connection with 
the firm, will hereafter be known as 
the Broadway Shoe Store, articles of 
incorporation having been changed 
the other day. 


The Robinson Bros. Shoe Company 
has a sale of children’s shoes, offering 
some real bargains for the “tots.” 


John Robinson, one of the founders 
of the Robinson Bros. Shoe Company, 
and for several years past in the shoe 
department of the Z. C. M. IL, has 
severed his connection with the latter 
company. Mr. Robinson, who is very 
popular locally as a vocalist, says he 
thinks he will take up some other 
line. 


Two Times Two Is Four 


Of course, if profits per pair are 
smaller, more pairs must be sold. 
That is plain arithmetic, as well as 
plain business. 
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Bates Dress 
Bring New Business 
to Retail Stores 


UCKY is the retail store that al- 
ways has on hand good sizing in 


men’s dress shoes! 


Having a few pairs of correct-style 
shoes for claw-hammers, dinner jack- 
ets and cutaways has saved more sales 
for retailers than many of them real- 
ize. : 


The investment may be small, but 


the returns are large. 


The Bates Dress Trio fills this im- 
portant niche in the store stock. 
These three shoes are the latest fash- 
ions for men’s full dress, are built of 
first-grade materials, give perfect fit- 
tings, and, like all Bates Shoes, sell 


at moderate prices. 


Result : 


low selling cost—real profits! 


quick sales—extra. sales— 


All “‘Trio”’ Styles 
are in stock. 





We furnish special window dis- 
play material and advertising cir- 
culars for the Bates Dress Trio. 





A. J. BATES COMPANY _ 


WEBSTER, MASSACHUSETTS 
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most people know—con- 
sequently, to say ~ that 
shoe is made of VICI 
KID” is to create an ad- 
ditional bond of confidence 


in closing a sale. 


While you are about it, you 
can also tell your customers 


that the same firm that 
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originated VICI KID over 
thirty years ago 1s still the 
only one producing it to- 
{ day. 


There is only one vici kid— 
There never has been any other 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia - - - Pennsylvania 








A Thoroughbred of Style 


for Fall Wear 
with the 


“OVALOID” 


Lacing Hooks 


‘100% American” 
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Eaton-Made 
SHOES FOR WOMEN 


(BRANDED OR UNBRANDED) 


ALL WELTS 


These shoes have been received 
with enthusiasm by the trade. 
They mark a new era of manu- 
facturing for us and bigger turn- 
overs for dealers. Each style 
has shown itself to be a good 
‘seller, a fine fitter and a satisfac- 


Stock No. 100 ; 
Tony Calf Welt Oxford—a rich red shade tory wearer. We suggest sam- 
with four rows close stitching thruout. ; : 
Fancy center perforation in tip. Carries pling with a feeling of assurance 
the popular 10/8 heel. ; 
Last Code Widths that they will please. 
135 Peach AA-D . 











Styles in Stock 





Stock No. 102 


Model like No. 100—P & V No. 104, 
Tan Calf Oxf.—neatly perforated 


and carries a fancy center perfora- 


Stock No. 101 tion in tip. Made with a 10/8 
P & V Cherry Calf Oxf.—2 rows close heel. 
stitching thruout. Imitation tip. 15/8 : 
heel. , Last Code Widths 
Last Code Widths 135 Pl D 
95 Orange AA-D um AA- 


Charles A. Eaton Company 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 


HT HTH Hill 
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A dealer writes us: 





‘“‘We are much pleased with your line—the mercer- 





ized numbers being especially attractive as to quality 


and finish.” 


as shouldn’t.”’ 


That’s just what we think “if we say it ourselves 
J y 


Moreover, we are saying it in the leading women’s 






magazines every month. And the response we are 
getting proves that there are many women desirous 


of getting good 





! 
4 


Reg V.S.Pat. Orrice 


“Onyx” 


Mercerized 


for themselves and their families. 


NEW YORK 





*” BUFFALO CHICAGO SAN FRANCISCO 





4 “ 


_- Emery & Beers Company, in. 


BOSTON 


Hosiery 







PHILADELPHIA 
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Johnson Bros. 












































ee [ules Six foring: ~~ N 


A complete line from 
both a style and price 
viewpoint. 


OXFORDS 
1, 2 AND 3 STRAPS 


SPORT SHOES 
AND TWO NEW LASTS 


Watch for This Line 


Style 428 
Last 118 


A Black Kid Two Strap with a 
13/8 Heel and Imitation Saddle 
Strap and Tip. 


JOHNSON BROS. 
na SE MFO OO, 


Made Ja ‘Jhe Pine Tree flate~ 
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remeecnem: FISHER 


No. 075—Ladies’ Tip Oxford 


This comfortable low-cut is a com- 
mon-sense shoe—but we add a tip 
to the toe, which makes it service- 
able to the wearer who wants a 
shoe easy to walk in but stylish 
enough for street use. 


m 


PU 


rsUUHULI 


SUEDELEEEOCUORODEGORCUEOGOREREOOOEESEAOEOEE 


A Sales Leader 


OUR stock of shoes 

should be of the kind 
that invites pleased custom- 
ers to return and buy again. 
Staple footwear works every 
day in the year, building up 
customer satisfaction. 
You can choose no better 


sales leader than the product 
of FISHER. 


No. 050 Ladies’ Oxford 


This common sense Oxford for 
ladies always attracts the house- 
keeper or business woman for 
whom a well made shoe, built on 
the most sensible and hygienic 
lines, offers the utmost possible 
value. 


° isnEr MBS. ON 





Style 36 (as _ illustrated)—Boy’s 
Brown Whole Quarter Brogue Bal, 
Goodyear Welt, Wingfoot rubber heel, 
Plaza toe, sizes 1 to 5%. Price, 
$3.75. 


Style 520—Big Boy’s Brown Brogue 
Bal, Goodyear Welt, Wingfoot rubber 
heel, Plaza toe, sizes 6 to 9. Price, 


. 


Style 39 — Little Men’s Brown 
Brogue Bal, Goodyear Welt, Wingfoot 
rubber heel, Avon toe, sizes 10 to 
18%. Price, $3.15. 


Solid Leather Soles, Innersoles, Heels 
and Counters 


arston Shoe 


FOR BOYS and LITTLE MEN 
FALL IN-STOCK STYLES 
READY FOR SHIPMENT 


Style 56 (as_ illustrated)—Boy’s 
Brown Sport Bal, Goodyear Welt, 
Wingfoot rubber heel, Plaza toe, 
sizes 1 to 5%. Price, $3.60. 
Style 556—Big Boy’s Brown Sport 
Bal, Goodyear Welt, Wingfoot rub- 
ber heel, Plaza toe, sizes 6 to 9. 
Price, 10. 

Style 59—Little Men’s Brown Sport 
Bal, Goodyear Welt, Wingfoot rubber 


Style 46 (as _ illustrated)—Boy’s 
Brown Ball Strap Bal, Goodyear 
Welt, Wingfoot rubber heel, Plaza 
toe, sizes 1 to 5%. Price, $3.75. 


Style 546—Big Boy’s Brown Ball 
Strap Bal, Goodyear Welt, Wingfoot 
rubber heel, Plaza toe, sizes 6 to 9. 
Price, $4.25. 


Style 49—Little Men’s Brown Ball 
Strap Bal, Good year Welt, Wingfoot 
rubber heel, Newton toe, sizes 10 to 
13%. Price, $3.15. 


Sovid Leather Soles, Innersoles, Heels 
and Counters 





heel, Newton toe, sizes 10 to 13%. 





MARSTON & BROOKS CO. 





Price, $3.10. 
Solid Leather Soles, Innersoles, Heele 
and Counters 





HALLOWELL, MAINE 











Ask for Complete Catalog 
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WORKERS UNION 
UNIO - 
Factory 
— 
This Stamp Signifies 


That shoes bearing it are made in factories 
in which the principle of Collective Bar- 
gaining is recognized. 

That Employer and Employees have Vol- 
untarily agreed to arbitrate all disputes 
that cannot be mutually adjusted. 

That neither Strikes nor Lockouts shall take 
place in any factory where this Stamp is 
used. 


That the rights of both Labor and Capital 
are recognized and that Industrial Peace 
between Employer and Employees shall 

















prevail. 


TO THE SHOE RETAILERS OF THE UNITED 
STATES: 


If you believe these conditions of Industry to be worthy 
of your support, when ordering footwear from your man- 
ufacturer, ask for this Stamp on sole, insole or lining. 


Boot and Shoe Workers’ Union 


COLLIS LOVELY, General President CHAS. L. BAINE, General Secy.-Treas. 
246 SUMMER STREET, BOSTON, MASS. 
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Another improvement in National.Cash Registers. 
Low-priced receipt printer. 


4 0 
| SSSA 


SAIS SSaSsE Sy 
if : : 2 = r 








To all merchants: 


J. BLANK 


When you press a key on this register — 214 Main Street 
ankville 


@ It shows the price of the article. 


-.40 


@) It prints a record for the merchant. 
Amount of 


; 7 Purchase Sh 
@ It prints this receipt for the customer. ————>- as — 


@ It opens the cash drawer. 05 SEPT 10 








6) It adds up the money received for the day. 





Copy of receipt printed 
for each customer 


Now there is a receipt-printing National Cash Register for every line of business. 


Old registers bought, sold, repaired, and exchanged. 
Easy payments. Liberal allowance for old registers. 


We sale cash registers for every line of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CoO. 


DAYTON. OHIO. 
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“NATURE'S 


HIGH QUALITY BLACK GLAZED KID 
TURN COMFORT SHOES - IN-STOCK 


Finest Workmanship—Extra Heavy Turn Soles 
Shoes That You 
Con Depend = Si inch seamless pol- 
whole’ quarter Bal 2g. Order from this sh, 2%-9—C, D and 


B 
ae Page Rubber Heel 























No. 51—$3.00 
Last 10 
No. 55—$3.30 
Last 20 





No. 56 

No. 5 In Stock , 
=a Last 30 6% ine a oe 
No. 84 si 

3 weeks delivery Koo 2 B. $8.25 35 
8 inch imitation tip No. 5—lIn- Stock. 
pr le quarter lish Ss al, 8 p. -3 . - 
ce an ea h as 5 F “es hens ~ ae $2.90 
s cheaper lo cheaper grade, 
grade $3.96 - $2. Rubber Heel 
Rubber Heel 

















Terms 5%—10 - - 2%—30 


NATHAN-MORPHY & CO., Inc. 
MANUFACTURERS 
LEWISTON MAINE 








THE ORMOND 


“Suits to a Tee” 


On Tee, Fairway, “Rough,” and Green 


Crowded golf clubs and long waiting lists 
mean a big potential field of sales-develop- 
ment for the retailer of golf shoes—provided 
they are built and priced right. 


No. 80 Let us show you why 


Pearl Elk Golf Oxford, Tan Elk Saddle. 
Golf Suction Sole. these shoes “play the game” 


both for the golfer and for 
No. 81 your store. 


© Re SHOE @ 


M. A. PACKARD COMPANY 
Brockton, Massachusetts 
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In Enthusiasm There 
Is Selling Power 


Why is it that so many merchants 
consistently feature LINDNER 
Shoes, aside from the fact that 
they are promptly delivered? 


Because merchants know that 
when they feature footwear of a 
grade and distinction which holds 
their enthusiasm season after sea- 
son they are taking the short road 
to business permanency—for such 
shoes create continued sales energy 
among merchants and continued 
buying desire among women. 


May we suggest your sending for 
a LINDNER salesman? 


Lindner Shoe Company 
CARLISLE, PA. 


PHILADELPHIA LOS ANGELES 
929 Chestnut Street Angelus Hotel 
BOSTON NEW YORK CITY 
183 Essex Street Marbridge Bldg., Room 454 
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IN STOCK 


pst Wright 


A Shoe with Style in Every Line 
















In Stock Style 220 


September 17, 1921 











a! ae 1 SOCK 


The art of good shoemaking is strikingly illustrated in the ‘‘Just 
Wright” shoes we are carrying in stock this Fall and Winter. Each 
season's fashions of the “Just Wright’’ shoe become accepted 
leaders. Sales to date are suggestive that our record of style 
popularity is to be maintained with present season’s models. Buy- 
ing is made safe, and selling becomes simplified for dealers, who 
confine their purchases to the impressive values in the ‘Just Wright” 


line. 
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In Stock Style 460 











PTT TTT] 








8 
ta 














Extension Edge. 


C 5-11, D 5-11. 
‘Just Wright’”’ Stock No. 460—Myopia Last. Patent Colt 
Dancing Tie. Light Flexible Sole. Sizes, AA 6-11, 
A 6-11, B 54-11, C 5-11, D 5-11. Price $6.00. 


“Just Wright” Stock No. 135—Maurice Last. Cherry Calf 
Sizes, AA 7-11, A 6-11, 
Price $7.00. 


j 
Bal. 
| B 54-11, C 5-11, D 5-11. 


“Just Wright” Stock No. 220—Brogue Last. Monarch 
Tan Scotch Grain Oxford. Wingfoot Rubber Heel. Wide 
Sizes, AA 7-11, A 6-11, B 54-11, 
Price $6.90. 


(SEND FOR IN-STOCK STYLE FOLDER) 


E. T. WRIGHT & CO., Inc. 


Wingfoot Rubber Heel. 





- 


In Stock Style 135 











ROCKLAND, MASS. 
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BEST 
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Outersoles and Innersoles. Sole Leather Counters. Wingfoot 


heels. 
In Stock—4 Styles—3 Lasts 


We bought these Genuine Calfskins at the lowest. 
(The tanner needed the business.) We bought the in- 
soles and outsoles at just as great a bargain. (The mar- 
ket is now higher.) We have combined these purchases 
with our more than fifty years of business 
experience and the result we are proud to offer 
you, claiming the equal is not produced at 
) the price. 


1001 — Brown Calf 
Sold. only in case lots of 12 pairs each in 


Bal, Perforated Tip, 


1000 — Brown 
Whole 





Genuine Calfskin in latest dark brown color. Grain Oak i. 








100a 


Calf 


Quarter 
Blucher, Princeton 
(A wide toe 


Vamp and Eyelet Line. 
Polo last. (A me- ° 
dinm square toe last.) regular runs of sizes as below. Terms —30 days 
net. 
(8 Cs @ 10, 7° te 16, TF te 218, A 7% to 10, 7% to 11 
' 7% to 9% B 6% to 10, 7 to 10, 7 to 11, 1006— Brown Calf 
} 7} oO ¢ po 
1005 — Brown Calf 1000 C 6 to 10, 6 to 11, 6% to 9, 7 to 10 1001 7% to 9% Bal, Princeton Last. 
Whole Quarter and. 7% to 9 and C 6 to 10, 6 to 11, 6% to 9, 7 to 10, (A wide toe BPnglish 
Blucher, Repeater Last. 1005 ‘ 1006 7% to 9 last.) 
(A medium round toe } D 6 to 10, 6 to 11, 6% to 9, 7 to 10, D 6 to 10, 6 to 11, 6% to 9, 7 to 10, 
a/e combination last.) L 7% to 9 7% to 9 






Orders filled in rotation as received and accepted. If wanted in plain 
cartons and unbranded, tell us so, and give us a week extra time. 
Do you want a salesman to call with a complete line of B-P samples? 


‘Best at the Price goods. 


Beals-Pratt Shoe Mfg. Company 


Milwaukee, Wisconsin 
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Dr.Scholls DemonstrationWeek 
is Oct22:29-Order your Supplies Now 






| LZ Scholls oot Comfort Appliances 
V oly 
: ee 3 Be te ; 











“<9 Otis Window irim 
. \Y tes your store lo 
mee, theDzASchol 
nr, 1/20 b 2! lo 
ca: Aidvertising 
This New Window Trim 


will freshen up your window 
and pull in customers - Sent free to 
Dr.Scholls dealers express prepaid 




























a a a ee 
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DrScholls Demonstration Week 
Diamond Gold Medal 


Window Trimming Contest 


Towns 10000 and over 


First Prize-Diamond Solid Gold Medal 14Xt.%Mdiamond 
Second Prize- Solid Gold Medal no diamond 


3¢45%6¢7" Prizes - Solid Silver Medal 
8't910%11"12" Prizes Solid Golden Bronze Medal 


Towns less than 10000 


First Prize Diamond Solid Gold Medal 14#t.2Kt. diamond 
Second Prize -Solid Gold Medal no diamond 


3*4°5%6"7" Prizes - Solid Silver Medal 


8*910"11"12" Prizes - Solid Golden Bronze Medal 


Consolation Prizes 


Every contestant will be awarded one 
of these beautiful mahogany finished 
mantel clocks, with bronze plate en- 
graved, “Awarded for Excellence in 
Window Trimming, October, 1921.” 


SEND IN A PHOTOGRAPH OR SNAPSHOT 


Every contestant wins one of the mahogany finished clocks shown on this page, and 
you may aiso win one of these beautiful medals. 


THE CONDITIONS ARE SIMPLE 4. All photos must reach us not later than 
2. Photographs or snapshots submitted Nov. 11th, two full weeks after the close of 


must be of window displays shown during the event. 
Dr. Scholl’s National Demonstration Week, 5. The name and address of the contestant, 


Oct. 22 to 29, 1921. 
2. No prizes will be awarded except from 
photos or snapshots received. Make your 
photos as large as possible on gloss paper. 
3. There are no restrictions on the type of 
window displays; but bear in mind the points 
upon which it will be judged are :— 
A. General attractiveness and originality. 
B. Apparent business-pulling power for 
Dr. Scholl line. 


also the name and address of the store should 
accompany each photo, with postage prepaid, 
and properly packed to avoid damage. 


IMPARTIAL JUDGES 


Note: None of the photos submitted in the contest can be 
returned, and they become the property of The Scholl Mfg. 
Co. The judges, a representative of the J. Walter Thompson 
Advertising Agency, the Advertising Director of The Scholl 
Mfg. Co., and a representative of one of the leading Shoe 
Trade Publications, will pass on all photographs. Their 
decision will be final and will be rendered as soon after 
November I!th as possible. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Appliances in the World 


213 W. Schiller St. * 
Chicago, Ill. 


339 Broadway 
New York, N. Y. 


112 Adelaide St., E. 
Toronto 


You can Win a Prize 
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S HOES fF WOMEN 


The illustrations below outline a few of our Women’s low shoe patterns 
and lasts. These shoes are made ia addition to our Men’s production, and 
on the same high standards of quality and workmanship. The women’s 
low shoe specifications are as follows: 

7 and 8 iron solid oak tanned overweight outsoles, 5 iron solid oak leather 
insoles, Heels: solid leather whole lifts, Solid oak sole leather box toes 
and counters. Uppers cut from very best grade of leather tanned in this 
Country, such as Gallun’s, Pfister & Vogel’s, Rueping’s, Trostel’s and top 
grades of other tanners. 


Basic Price $5.25 


Our Women’s boots are built to the same standards at 
correspondingly low prices. 


September 17; 1921 





























J. E. TILT SHOE CO. 


Manufacturers 
CHICAGO 





Last No. 24—Wom- 
en’s Circular Ox- 
ford, 10/8” one- 
half Rubber Heel, 
Medium Narrow 
Toe, 3%” Vamp. 


Last No. 26—Wom- 
en’s Foxed Ox- 
ford, 9/8” Heel, 
Wide Toe, 3%” 
Vamp. 


Last No. 31—Wom- 
en's Circular Ox- 
ford, 13/8” Heel, 
Medium Narrow 
Toe, 3%” Vamp. 


Last No. 30—Wom- 
en's Fyll Brogue 
Oxfora, 9/8” Heel, 
Medium Wide 
Toe, 3%” Vamp. 


Orders filled in the order of receipt. 
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General Feeling of Optimism Is 
More Apparent 
Cotton Prices Lead the Way and Effect May Be Expected to Be Felt 


in Other Industries—Leather Market Firmer—Traveling 
Men on Road with Spring Samples 


The most important news develop- 
ment of the week ended Sept. 10 was 
undoubtedly the rapid rise in the 
price of cotton and the addition of 
about half a million dollars to the 
purchasing power of the Sov'* as a 
consequence. This is fully vreated 
elsewhere in this issue—both in edit- 
orial and news form. Suffice it to say 
here that if the price is maintained, 
retail merchants in all parts of the 
country may expect to benefit either 
directly or indirectly. So closely tie@ 
together, in point of interest. are the 
industries of this country, that sooner 
or later a decided stimulus to any one 
of the major industries will be found 
reflected in improved conditions in all 
the others, 


Leather Market More Firm 


Another development making for 
optimism is the increasing firmness 


of prices in the leather market and 
the decrease in the number of bar- 
gains to be found in leather houses. 
This would seem to indicate the near- 
ness of stability in the raw materials 
market of the shoe industry. 

As an instance of how the North 
may be affected by developments in 
the South is the report from our Prov- 
idence correspondent to the effect that 
the textile mills of Rhode Island are 
busy. Many mills, in fact, are run- 
ning night and day on orders for the 
lighter weight fabrics. This means 
an increase in employment and in- 
crease in employment means increased 
purchasing power on the part of the 
people who are employed. The sig- 
nificance to the retail shoe merchant 
is obvious. 


Other Industries Busy 


In Tennessee, reports our Memphis 


correspondent, decided improvement 
is noted, not only in cotton, but in 
the hardwood industry, as well as in 
those industries making cooperage 
products, grinding meal, refining seed 
oils and refining rice. 

The big manufacturing center of 
Rochester reports also a feeling of 
optimism. Manufacturers are inclined 
to look into the future with confidence 
and the recent presence in the mar- 
ket of many real buyers is reported. 
Traveling men are on the road not 
only with their in-stock lines for the 
fall season but with staple styles as 
well on which they are taking advance 
orders for early spring delivery. 

It is significant that included in 
these lines of staples are what last 
spring were introduced as novelties 
—white sport shoes trimmed with 
black or tan leather. 














FALL OPENINGS HELD 


Black Low Shoes Are Leaders—Low 
Heels Also Favorites 


The retail shoe merchants of Bos- 
ton are featuring new fall shoes— 
some have had regular openings and 
others have featured the new shoes 
in one window and in the other win- 
dow their summer stocks. Boston 
merchants have done some rapid sell- 
ing during July and August and have 
“cleaned house” in good shape. Some 
lines, in boots, for instance, with the 
full Louis heel, have sold as low as 
$1.00. ‘ 

Black is the leading shade for fall, 
and merchants predict that low shoes 
will sell almost exclusively until De- 
cember. After that, it is the consen- 
sus of opinion that low shoes will be 
strong favorites, with high shoes, on 
conservative lines, as second choice. 
One manager of an exclusive Tremont 
Street store says that 75 per cent low 
shoes and 25 per cent boots of the 
common sense walking type with heels 
even lower than the military —say 


BOSTON 


about a %-inch heel—will be the sales 
ratio. 


New Shoe Shop Opened 


Walsh’s Arch Preserver Shoe Shop, 
William J. Walsh, proprietor, has re- 
cently moved from 663 Broadway, 
South Boston, to 236 Boylston Street, 
between Arlington and Park Square. 
This store opened for business on Sep- 
tember 6. 


August Sales Heavy 


Peter F. Girard, manager of H. E. 
Hagan’s store at 505 Washington 
Street, reports heavy August sales. 
“July was a quiet month and we did 
not have any special sales,” said Mr. 
Girard, “but August was wonderful— 
in fact, we extended August into Sep- 
tember and during the first two weeks 
have continued these mark-down sales. 
We have now a large percentage of 
our new fall lines in stock and will 
soon start our fall opening with new 
lasts and patterns. I anitcipate that 
we shall sell about 75 per cent low 
shoes and 25 per cent boots. There 
will be a great many of the conserva- 


tive black shoes sold, and although 
there was a big call during the Au- 
gust sales for the French heel boot, 
the demand, I believe, for fall in boots 
will be for the walking heel. 


RETAIL SALESMEN’S ACTIVITIES 
First Meeting, Fall Season, October 10 


The Boston Retail Shoe Salesmen’s 
Association is getting its fall and 
wintér’ plans underway. The-educa- 
tional and publicity committees have 
already met and have outlined pro- 
grams which are full of action. The 
first regular meeting of the associa- 
tion will be held October 10 at the 
Boston Shoe Trades Club. President 
W. H. Morgan has invited Governor 
Cox of Massachusetts to be present on 
the opening night and to give an ad- 
dress. Addresses will also be made 
by other well known speakers. A buf- 
fet lunch will be served at 6.30. Be- 
sides the regular membership, some 
one hundred non-members will be in- 
vited, to whom the work of the asso- 
ciation will be explained so that later 
these men may come in as members. 
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Where to Buy 


Women’s Shoes 











BOOT AND 





THE WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 


&S In Stock Specialists of 
aN: \ 
Qos 


Women’s Shoes, Party 
Slippers and Novelties. 


Write for Catalogue 












Fine Ohevrita Kid Hand 
Turned —— Quilted 

Sock. Black 
$1.40, Red and 
Brown $1.50. 
2% to 8. Wom- 
en’s Fine Black 


Turns. sites 2 


BOUDOIRS AND BALLETS IN STOCK 








Bench Sewed %, te $1. 
Same in Misses’ 11% to 2,.$1.50. 5%. saan 
SALEM SHOE Co., Salem, New Hampshire 














COLLINS & STAPLES 
Makers of HandTurnedLowCuts 
This style in stock. Blk. Sat. 
ae L ~—_ Solid ye 


ank. 
ont Widis ‘4-0. Price $4.60, 
ess 5% 10 days. 


118 Phoenix Row, 

. Haverhill, Mass. 
183 x St. Boston 

Room 306 








BLEECKER STYLES 
Are the last word in footwear 
for stylish women 











BOUDOIRS 
Pie a Bos ee 
Fine kid Boudoir 
slippers for imme- 


diate delivery, made of vest material “1 
able in Black, Red, Pink, Blue and 

Order sizes or case lots. Prices, Black $1. 30, 
colors $1.50. Terms 5% 10 days, net 80. 
SILVER SHOE CO., Haverhill, Mass. 


























ISE Ing in Medium and 
- IGH GRADE p 


) "RAS OR SLIPPERS 


all styles made 3 Dome. 
Imported Satin Brocadevand Metal Cloth 






220 per pairandup 


WISST ir GUSTIN © 








NEW YORK 













BOUDOIRS IN 
STOCK 


Trade Catchers 
Black ....$1.15 
Re 1.25 


eeeeee 
eeeee 


Tan 1.30 
Black Boudoirs 
Less 2%—10 
Idays 





THE BAKER SHOE CO. 
Haverhill, Mass. 

















List of Committees 

The following committees of the Re- 
tail Shoe Salesmen’s Association have 
been appointed for 1921-1922. 

Educational Committee: L. E. Hol- 
lis of Thayer McNeil Co.; P. F. Girard 
of Hagan’s; J..A. Manning of Jordan 
Marsh Co.; H. E. Currier of A. H. 
Howe & Sons. Entertainment Com- 
mittee: F. W. Holder, Shoe Depart- 
ment of William Filene’s Sons Co.; 
Henry Dahl of Thayer McNeil Co.; 
H. H. Rose of Thayer McNeil Co.; E. J. 
McManus of the Gilchrist Co. Mem- 
bership Committee: C. Bloomquist of 
Hanan & Son; J. E. Norfleet of R. H. 
White Co.’s shoe department; E. Ken- 
dall of E. W. Burt & Co., Inc.; C. A. 
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Northrup, All America; W. L. Aspin, 
Jordan Marsh Co.’s shoe department; 
L. A. Nelson of A. Shuman’s shoe de- 
partment; M. L. Knights of Gilchrist 
Co.’s shoe department; H. Copeland of 
A. H. Howe & Sons; H. Holt of Thayer 
McNeil Co.; E. Roy Smith of A. H. 
Howe & Sons; E. M. Rowell of Jones, 
Peterson & Newhall Co.; William M. 
White of Regal Shoe Store. Visiting 
Sick Committee: T. M. Stuckley of 
Hanan & Son; Paul Davis of W. J. 
Walsh Arch Preserver Shop; A. G. 
Pearson of Willson’s Shoe Shop. Pub- 
licity Committee: Percy E. Thayer, 
Thayer McNeil Co.; Helen M. Haney, 
Boot AND SHOE RECORDER; William H. 
Morgan, Hanan & Son. 


HAVERHILL 


LOOK FOR A GOOD SOUTHERN 
BUSINESS 


The rapid advance in the price of 
cotton is received with much interest 
by Haverhill shoe men. This indicates 
unmistakably an increased buying 
power on the part of farmers in the 
South, to be reflected in turn by 
larger footwear purchases by South- 
ern merchants. During the past sea- 
son the South has been rather a bar- 
ren field by reason of conditions over 
which manufacturers and merchants 
had no control. Now, with a reduced 
cotton crop and consequently higher 
prices through foreign as well as do- 
mestic demand for this staple, much 
additional money will come into cir- 
culation in the cotton growing states. 
Haverhill-made footwear is popular in 
the South through the predominance 
of the light and dainty styles produced 
in this city. Practically all Haverhill 
concerns have many good customers in 
the South. Salesmen who cover the 
Southern territory, therefore, may ex- 
pect to be well rewarded this season. 


Black Footwear Has the Call 


Samples which are being sent out 
by Haverhill shoe manufacturing con- 
cerns indicate unmistakably the pop- 


SALES FAIRLY SUCCESSFUL 


Merchants Preparing to Lay In Goodly 
Stock of Footwear ‘ 


The close of the vacation period, 
and what is more or less definitely 
defined as the summer period in Tam- 
pa despite the fact that winter tourists 
are not expected in large numbers be- 
fore October 1, finds a larger number 
of shoe sales in progress than has 
been the case in a number of months. 
Yhe greater number of the stores con- 
ducting them are the smaller stores 
which do not specialize in the highest 
priced shoes, but they form a major- 





TAMPA 


ularity and consequent selling quality 
of black leathers. Both in dull and 
bright finishes, black kid and calf en- 
joy first place in the sample lines. 
Patent leather is also featured. Black 
satin is going strong as regards sales 
fr immediate deliveries both for 
street and dress wear in turn foot- 
wear. Brown and tan are good selling 
colors for street and dress purposes 
in leather or cloth. Straps are enjoy- 
ing almost a monopoly. Both buckles 
and button fastenings are popular. 
One concern has gotten out a beaded 
tassel in combination with a button 
fastening for a one-strap pattern. 
This is unique as well as attractive. 


Women’s Novelties in Stock 

A remarkable business has been de- 
veloped during the past few months 
by Haverhill shoe manufacturing con- 
cerns as regards novelties in women’s 
footwear. An important feature of 
this novelty proposition is the carry- 
ing of such lines in factory stock, thus 
enabling merchants to get quick ship- 
ments on popular sellers. One of the 
Haverhill concerns which is specializ- 
ing in this in-stock novelty proposition 
is Hopkins & Ellis, who are carrying 
several novelty styles in stock at the 
factory for at once deliveries. 


Their 
sales, they say, are fairly successful. 
There are a number of reasons for 


ity of the stores of the city. 


the sales. Residents are returning to 
Tampa in good numbers from summer 
vacatious and children are being out- 
fitted for school. Shoes have not been 
moving as they should have moved for 
some months, though the majority of 
the local shoe merchants report a 
fairly successful summer season. And 
the present is the buying season in 
Tampa and in this section. During 
the next six weeks, said a prominent 
shoe dealer in Tampa recently, shoe 
salesmen will arrive in Tampa in good 
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numbers, with the result that dealers 
will select styles and buy supplies for 
the coming seasons. 


Buying a More Difficult Problem Now 


Buying is not like it used to be, 
said another local exclusive dealer, 
who specializes, however, on shoes to 
be sold to the working class. For- 
merly the salesman sold spring and 
summer and fall and winter shoes by 
making two trips through his terri- 
tory. Dealers are buying so close at 
the present time that the salesmen 
are making four trips over the terri- 
tory, one each season. Dealers will 
not buy further in advance than the 
coming season. 

Since manufacturers are changing 
styles so fast, and racing one another 
to put out the new styles, buying even 
one season ahead has grown difficult, 
the same dealer contends. Clothing 
manufacturers get together at annual 
conventions and fix the styles for the 
coming seasons, this dealer says, and 
shoe manufacturers have the same op- 
portunity but fail to heed it. The re- 
sult is rapidly changing styles within 
the season and a hardship on jobbers 
and dealers alike, he says. Fixed 
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styles which would last at least 
through one season, he believes, would 
tend to steady the shoe business. 


Customers Want Lower Prices 


There is a noticeable tendency on the 
part of shoe buyers of the laboring 
class to ask for a shoe at lower sell- 
ing price than formerly, says another 
Tampan, who deals with that class of 
shoe buyer. Into this man’s store the 
other day came a man who knew shoes 
and who asked for a good pair, expect- 
ing to pay $4 for them. A little ques- 
tioning brought out the fact that he 
was a carpenter who, some five years 
ago when he might have bought the 
shoe he wanted at the price he wanted 
to pay, was making 40 cents an hour. 
He admitted his salary at the present 
time is $1 an hour, and he bought a 
$7 pair of shoes. This laboring class 
of buyer is now asking for shoes by 
naming the price he wants to pay, 
says the dealer. 

Local dealers are much interested 
in what is to be shown them by the 
traveling salesmen in the way of 
styles in the next few weeks. Manu- 
facturers exert a very large influence 
in setting the styles in this section, 
they say. 


BROCKTON 


SALESMEN ON THEIR SEASON’S 
TRIPS 


The first week in September saw 
the salesmen for practically all Brock- 
ton shoe manufacturing concerns 
starting with their spring samples to 
call on the retail trade. Many of the 
traveling men representing Brockton 
houses who reside in the territories 
which they cover had their samples 
sent from the factories. Trunks were 
packed and shipped by express to va- 
rious points south and west. The con- 
tents of these trunks are now being 
shown to merchants. 

Brockton styles for the spring of 
1922 represent all that is desirable in 
men’s and women’s welt footwear. 
Freaks and frills are few and far be- 
tween. The styles are planned as sub- 
stantial sellers, with full Brockton 
values as regards workmanship and 
materials. All salesmen who repre- 
sent factories having in-stock depart- 
ments carry also a full line of in-stock 
samples from which to take orders for 
immediate delivery. 


Style Show Plans Under Way 


Preparations are well under way for 
the Style Show to be held in connec- 
tion with the Brockton Fair, October 
4,5,6 and 7. Local merchants will co- 
operate with shoe manufacturers in 
the Brockton district to show clothes 
which will be artistically suitable to 
the footwear. Both men and women 
models will be employed to exhibit the 
styles on a runway in the center of 
the Educational Building. Practically 


all of the shoe manufacturing con- 
cerns of the Brockton district will be 
represented by exhibits at the various 
booths. The entire affair will be on a 
more elaborate scale even than last 
year. Electric lighting effects will re- 
ceive special attention from the com- 
mittee in charge. 


Using Trademarks in Want Ads 


In using the local papers to adver- 
tise for factory help, several Brockton 
shoe manufacturing concerns use well 
known trademarks to call attention to 
their announcements. For example, 
the George E. Keith Company em- 
ploys the figure of the famous “Walk- 
Over” man, the Field & Flint Co. util- 
izes the “Correct Shape” shoe, show- 
ing the outline of a bare foot. Other 
concerns utilize various trademarks, 
thereby giving special emphasis to the 
factory needs and excellent local pub- 
licity as well. 


Brockton Shoe Shipments Increase 

The J. Ralph Baker Shoe Company, 
with factory in the neighboring town 
of Bridgewater, is adding boys’ welts 
to its line. This concern has opened a 
Boston office at 183 Essex Street, 
Room 305. 


Add Line of Boys’ Welts 


Shoe shipments from Brockton dur- 
ing the week ended Sept. 3 totaled 
13,254 cases in comparison with 11,202 
cases for the corresponding period a 
year ago. 
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Women’s Shoes 

















WOMEN’S McKAY 


Slippers and Boots 
of Character 


HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 








| Lower Puteed 


than the Best, 
Better Quality 
than the Rest! 
end lor Catslogue 
MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingst Brooklyn, N. Y. 
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E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac 
Haverhill 
Boston Office 
207 Essex S%t. Room21t 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 

Inquiries Promptly An- 
swered, 
Samples on Request 
Felstiner-O’Connell 
Shoe Co., Ine. 
41 Washington St 
Haverhill, Mass. 
Roston office, 92 Beach St. 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 

276 River St., Haverhill, Mass, 


Boston Office 
207 Eesex Street 
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Boys’ Shoes 




















‘+  Sandard Shue for Boye Two 
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Georgetown Standard Shoe 
Co., Ine 
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Women’s Shoes 

















Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 
Brockton, Mass. 








Makere of Pal a Turn Shoes See 


h Grade Novel 
NEW YORK BOSTON 
D. F. Mellen 215 Essex St. 
Bernard L. Durgin 


Factory 
Leen Haverhill, Mass. sees 


=aliarding Shoe Co., Inc.am 





WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, and 
production is “hitting on high.” The high-qual- 
ity standard will be better maintained than ever 
bor. TESSIER & BOWDOIN 

172 Washington St., Haverhill, Mass. 
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Shoes at Auction 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AN D RUBBERS 








Every Wednesday and Friday 








Where to Buy 


Shoe Illustration 
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PROVIDENCE 


BUSINESS SITUATION IMPROVES 


Brisk Demand Develops for Products 
of Textile Mills 


Some lines of industry have shown 
definite signs of improvement during 
the last few weeks and the undertone 
of optimism, scarcely audible in the 
quite recent past, can be heard more 
plainly from both manufacturers and 
merchants alike. Most all lines of 
merchandise and shoes are priced low- 
er than in past years, although un- 
fortunately there are some who have 
failed to see the light and are holding 
hard to their peak price policy, which 
no doubt has placed a stumbling block 
in the path of their business. 

Thousands of textile operatives in 
Rhode Island are profiting from a 
brisk demand for fine lawn, sheetings, 
cambric, thread and silk goods which 
has sprung up as the business situa- 
tion improves. Manufacturers in the 
district report the market to be hold- 
ing up well and consequently several 
mills are in operation day and night 
in an effort to catch up with orders. 
The metal trades business is still re- 
garded as being quiet. Regarding the 
retail shoe business, merchants be- 
lieve that a big fall and winter busi- 
ness is in store for them with the 
opening of October. 


Shoemakers’ Association Meets 


The Rhode Island Shoemakers’ As- 
sociation held a special meeting at its 
rooms in the Strand Building Septem- 
ber 1. President Benjamin Gold pre- 
sided and considerable business was 
transacted. Several names were pro- 
posed for membership, and Benjamin 
J. Mellion and Jacob Berman were ap- 
pointed delegates to the Russian Re- 
lief conference. 


Stores Hold Joint Field Day 


The first combined field day of the 
four largest department stores here, 
namely, the Outlet, Diamond, Shepard 
and Boston stores, was held Wednes- 
day afternoon, August 31, at Rocky 
Point. The employees and guests, 
some 2000 strong, representing the 
four stores, left the city at noon in 
special cars. A long program of field 
sports arranged by the committee was 
run off in merry order. At night, an 
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imposing display of fireworks was 
shown, besides dancing contests held 
in the dance hall. A silk banner, the 
prize for the company winning the 
greatest number of points, was award- 
ed to the Boston store. The committee 
in charge was Samuel Steiner of the 
Outlet; John A. Donahue, Diamond 
Co.; Robert Shepard, the Shepard Co.; 
and John Davidson, the Boston Store, 
with H. Nelson Street, retail secretary 
of the Providence Chamber of Com- 
merce, as general chairman. 


School Shoes Displayed 


With school days again on hand, the 
need of sturdy, comfortable footwear 
for the little folks has developed. 
Consequently a good amount of ad- 
vertising and displaying of the same 
has been done by many of the stores 
prior to the opening of school. Many 
merchants state that buying has been 
extra heavy of late. At Thomas F. 
Pierce & Son, a special $2.95 offering 
of both boys’ and girls’ school shoes 
is moving exceptionally well, accord- 
ing to Business Manager John A. 
Quinn. 


Officers Back on Job 


The officers of the R. I. S. R. D. As- 
sociation—George E. Pierce, presi- 
dent; Fred S. Fenning, treasurer; 
J. A. Thomas, vice-president, and Roy 
S. Whitmore, acting secretary, are 
back on the job after their regular 
summer vacation. The first fall meet- 
ing will be held during the early part 
of October. 





Pawtucket to Celebrate Anniversary 


Pawtucket (Rhode Island) known as 
“the city of diversified industries,” is 
to celebrate its 250th anniversary dur- 
ing the second week of October. Mer- 
chants and manufacturers, lodges and 
organizations are united to make this 
one of the most notable anniversary 
celebrations ever held in New Eng- 
land. The State Armory will be the 
scene of a monster industrial exhibit. 
Pawtucket was the birthplace of the 
cotton textile industry in America. 
President Harding, Samuel Gompers 
and many foreign notables have al- 
ready given their written assurance 


‘that they will be present, it is said. 


ROCHESTER 


New Shoe Store Opened 


The Harris Shoe Co. on North Main 
Street near Adams Avenue, has an 
attractive, neat and new retail store, 
handling men’s, women’s and chil- 
dren’s shoes and hosiery. They opened 
the store in August. -Among other 
goods they show the line of the Racine 
Shoe Manufacturing Co. of Racine, 
Wis., also the Martha Washington 


line of F. Mayer Boot & Shoe Co. of 
Milwaukee. 


Wholesale Business Good 


Edwin S. Murphy, manager of the 
Memphis branch of the U. S. Rubber 
Co., Linden Avenue and South Front 
Street, Memphis, says that the season 
is opening well for immediate ship- 
ment. For later shipment, however, 
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the question of credit played a part, 
he pointed out, but the outlook is not 
so serious since the recent good de- 
velopments in cotton. 


NEW COMPANY INCORPORATED 
Babyville Shoe Company to Distribute 
Limited Production Among High 
Grade Stores 


The Babyville Shoe Co., Inc., manu- 
facturers of “Babefoot” high grade in- 
fants’ soft soled, mocassins and 
bootees, has begun operations at 39 
Gorham Street. The new company 
commences business with $10,000 and 
already is running at capacity under 
the supervision of Lew Rosenthal, 
president. Quality rather than quan- 
tity is the aim of the new manufac- 
turers who have copyrighted the 
slogan “Art in Soft Soles.” The 
Babyville Shoe Co. sells to retail shops 
which cater to the highest type of 
patronage. Seven salesmen are now 
in their respective territories featur- 
ing this quality line. 


SHOE INDUSTRY ACTIVE 


Buyers in Increasing Numbers Coming 
to Rochester Market 

The salesrooms of the Rochester 
shoe factories are scenes of consider- 
able activity these days. Road men 
are packing up their samples prepar- 
atory to “hitting their respective 
trails.” Optimism is the prevailing 
mood and the men are all “het up” 
over the new styles. Buyers, too, are 
coming into the Rochester market in 
greater numbers than ever and as a 
result the Rochester factories are 
snapping into things with a vim. 


Many Changes Evident 
A Rochester real estate office is au- 
thority for the information that sev- 
eral pieces of property now being oc- 
cupied by retail shoe stores have 
changed hands and that definite 
changes are being planned. The 
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building which houses the Douglas 
shoe store has been leased to Neis- 
ner Bros., a local five and ten cent en- 
terprise. The new lessees announce 
that the transaction is purely for spec- 
ulative purposes. New plans for the 
Douglas store have not been revealed, 
as this concern has about six months 
more to run on their present lease. 
The site at Main and Franklin streets 
now occupied by the Morton Syndicate 
will give way to a Newark store. The 
Morton Syndicate is at present closing 
out its stocks and the store will be 
subdivided, one half to be occupied by 
the Newark Shoe Store and the other 
half sub-rented. It has also been an- 
nounced that the lease on the Esser 
shoe store has been renewed by a 
chain store proposition. 


Call for Black Is Big 


Rochester representatives of the 
tanning trade report increased demand 
for calf, kid and suede with patent 
leather, black kid and tan calf as the 
leaders. Black suede also is coming 
very strongly and a number of the 
local factories are receiving many 
orders for black suede oxfords. Roch- 
ester manufacturers are fortunate in 
that they make special efforts to main- 
tain large in-stock departments to en- 
able their customers to keep their 
stocks complete. 


Shoe Workers Hold Parade 


Rochesterians who watched the pa- 
rade Labor Day were undoubtedly im- 
pressed with the gigantic strides made 
in the shoe manufacturing industry 
since a year ago as evidenced by the 
increased number of manufacturers 
whose employees turned out. The 
shoe workers’ ranks extended many 
blocks and the floats which depicted 
the origin of the shoe industry were 
prize winners. At the Rochester Ex- 
position which opened on Labor Day 
the shoe industry was well repre- 
sented in the number of exhibits. 


LYNN 


What Are Good Styles? 
-_Moccasins, Toddles and Walkers 
Still Sell: A New Boot Prediction 


With samples of last minute nov- 
elties for fall, and with samples of 
staples for the spring and summer 
of .1922, salesmen are on the road. 

Among the last minute novelties 
are new variations on moccasin toes, 
four-strap toddles, instep strap 
pumps, walking oxfords, and a 
good old friend, the college girl shoe. 

Among the samples for the spring 
and summer of 1922 are familiar 
pumps and oxfords, and sport shoes, 
too. By the way, some manufac- 
turers think that sport shoes of 
white, trimmed with patent, dull calf, 
or Russia calf,.are now staple styles. 

Patent leather shoes are among the 


best sellers for fall. Black, a high 
style color, has become a popular 
color. Lynn is selling more black 
shoes than for many seasons. Dark 
shades of brown are O.K. for fall. 
Boots Coming, Says One Man. 

Walking boots, of Russia calf 
leather, 8% inches high, with low 
heels, and medium round toes, will 
sell when the ice begins to form, ac- 
cording to one manufacturer. 

Both oxfords and boots are in the 
Bartlett, Somers & Co. line. Among 
the oxfords are sport styles, with a 
golf strap, plain soft toes and 8/8 
heels, some with rubber top lifts. 
These are of Norwegian Scotch grain 
and calf leathers, in black and brown 
colors. 

These shoes have welted bottoms, 
with fair stitched edges and rawhide 
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Men’s Shoes 
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who care to 
dress well 
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BARRY CO. 


Brockton, Mass. 











Gentlemen’s 


Shoes 
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better*than ever in Qudlity and fit 
Originator~ownery of 7iade Mark Pullman 


Colorr Black and Brown 
full sizes 3 toll in Stock 
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BETTER SHOES 
BETTER SERVICE 


Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 
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THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Co-operative Boot & Shoe 


o. 
Factory—Brockton, Mass. 











Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
: South Weymouth, Mass. 


& 
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AShoe for Boys 


That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 








ENROD 


New Fork. City 





She IES 


MO Stahler, Bauer Shoe Co. 
ALLENTOWN, PA. 
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slip soles. They may be worn with 
woolen stockings. 

Some boot samples for winter are 
a development of the sport model ox- 
fords. These boots have heels 8/8, 
12/8 and 14/8 high, and welted edges, 
with rawhide slip soles. Toes are 
made with an end box. Also among 
the samples are plain patent leather 
oxfords with low heels, buckle and 
strap oxfords, and black kid and black 
calf lace oxfords. 

Samples in the line of the Jelly, De- 
laney Co. show patent leather, Russia 
calf and white fabric shoes, chiefly 
in instep strap styles. There are also 
some boots. These are all shoes for 
growing girls, misses and children. 
Bottoms are of extra weight and up- 
pers are silk fitted. 


Housekeeper’s Shoes the Latest 

There has lately appeared in the 
shops of Lynn and the North Shore a 
new kind of a shoe which is called a 
“housekeeper’s shoe,” because it is in- 
tended for women to wear when keep- 
ing house. It is a one-strap pump, 
the strap being of the instep style, and 
it has a plain toe and a round heel. 
Indeed, it is a cousin to comfort shoes. 








Gets Ideas from a Box 
Southern Merchant Adopts Novel Plan 
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It is made of kid or sheep leather, 
and its price is surprisingly low. 


BRIEF STYLE NOTES 


Whittredge, the spat maker of Lynn, 
is getting out spats with leather 
straps on them. 

A new “Bresmack” shoe is of black 
satin with Louis:heels covered with 
gold, gold beading on the vamps and 
gold binding on the seams. 

Some new Watson oxfords have 
square eyelets and flat braid laces. 


“Formative” Is Registered 
The U. S. Patent Office has granted 
to the Cotter Shoe Co. of Lynn regis- 
tration of its trade mark “Formative,” 
as applied to boots and shoes. 


For Western Buyers 
To accommodate Western buyers 
the Lunch Shoe Co. of Lynn has es- 
tablished a branch sales office at 37 
South Wells Street, Chicago. 


Made Manager of Howlett Shoe Co. 

“Dave” Crowley of the Cotter Shoe 
Co. has become manager of the How- 
lett Shoe Co., Malden, Mass. 





in Order to Improve His Business 
in All Its Departments 


A retail shoe merchant in a large 
Southern city, two or three months 
ago, tried out a unique method to ob- 
tain new plans and ideas he could suc- 
cessfully use in the conduct of his busi- 
ness, and his method has proven so re- 
markably successful that he has ob- 
tained far more ideas than he can pos- 
sibly use for the next few months at 
least. His method may be used by any 
other shoe merchant anywhere else 
with equally as much success. 

It was during a time when the sea- 
son was more or less dull that he put 
his plan in operation. Out in front of 
his window display he placed what 
he called an Idea Box. This was 
really in the nature of an ordinary 
mail box with a slit in the top of it for 
dropping in letters. Above the re- 


ceptacle was placed a card which read, 


“Drop Your Ideas in This Box.” 


Used Newspaper Space Also 


The next step undertaken by the 
dealer was to insert in his regular 
newspaper advertising an announce- 
ment that his store would give prizes 
for the best suggestions and ideas 
that his business could make use of. 
For example, he stated he wanted sug- 
gestions for increasing the efficiency 
of his salespeople; ideas for good shoe 
or findings window displays; new ad- 
vertising stunts 
suggestions as to how the store could 


of various kinds; 


improve its service to its customers; 
ways and mean that could be em- 
ployed to stimulate sales. In fact, the 
merchant barred no suggestion that 
could be used to advantage in the 
conduct of a retail shoe store. 
Furthermore, to make it more inter- 
esting, he offered a prize of $10 for 
the best idea submitted during the 
coming month; $5 for the second best, 
and $1 each for all other suggestions 
or ideas that proved acceptable. 


Prizes Given for Best Ideas 


Results proved to be more or less 
amazing. Hundreds of suggestions 
found their way into the Idea Box and 
at the end of the month the best ones 
were selected and the prizes awarded, 
as promised. Some of those accepted 
were used immediately, while others 
were filed away for use at some future 
time. Whenever this particular shoe 
dealer runs out of ideas again he will 
make use of this same method to ob- 
tain new ones. 

There is no doubting the fact that 
many of your customers could fur- 
nish you with good ideas if you would 
only give them an opportunity like 
this of doing so. They are not going 
to offer this advice unless you ask for 
it, and the plan of giving the prizes 
serves to stimulate their interest. 
But the best part of such an idea is 
that your store obtains an enormous 
amount of excellent publicity worth 
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far more to you than hundreds of dol- 
lars invested in newspaper advertis- 
ing. At any rate, this was the case 
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with this shoe dealer, and it would, 
doubtless, be the case with any other 
who used the same method. 


A Word to the Wise 


How to Make Your Trade Journal Earn 
Dollars for Your Store 
By HAROLD F. PODHASKI 


We take it for granted that a man 
reads his Bible for the betterment of 
his soul. Presumably, then, he reads 
his trade journal for the betterment 
of his business. That’s true enough, 
isn’t it? Certainly. As a matter of 
fact, your trade journal is to your 
business what your Bible is to your 
soul. 

Perhaps you have never looked 
upon the matter in that light, for you 
may be one of the many who do not 
get the real value out of their trade 
journal that it is possible to get. 


What a Canvass Shows 


In order that I might obtain some 
accurate information as to just what 
use retailers make of their trade jour- 
nals—information that would enable 
me to discourse upon this subject with 
some degree of knowledge as to 
whereof I speak—I recently called 
upon the heads of some twenty or 
more business houses during a trip in 
the South, including among this num- 
ber several merchants in the smaller 
towns. 

So far as this subject is concerned 
these merchants tan be divided into 
three separate and distinct classes, as 
follows: 


Three Classes of Merchants 

First—The merchant who reads his 
trade journal virtually from cover to 
cover. 

Second—The merchant who merely 
glances casually through his journal, 
or at best reads only an occasional 
article or brief item that may attract 
his eye. 

Third—The merchant who seldom, 
or never as the case may be, even 
glances through the pages of his trade 
journals. 


Successful Ones in the Minority 


The first of these three classes is 
greatly in the minority, sad to say, 
and at the same time it is interesting 
to note that those who do follow this 
method represent the most successful 
type of merchants. It would perhaps 
be exaggeration to say that their suc- 
cess can be attributed to their trade 
journals, but nevertheless in setting 
forth the various reasons which have 
contributed to their success I did not 
find one of this class of merchants 
who omitted his trade journals from 
the list. These men are getting a 
great deal more than value for value 
received out of their very small invest- 
ment involved in the cost of a year’s 


subscription. Not one of them would 
part with his favorite trade publica- 
tions even if the cost were ten times as 
great. These merchants have learned 
from experience that their trade jour- 
nals, if properly used, are almost as 
necessary to the conduct of their busi- 
ness as advertising. 


The Value of Reading 


Relative to the second class, I found 
that the majority of the merchants I 
interviewed represented this type. 
They are getting some good out of 
their trade papers without a doubt— 
value for value received at the very 
least—but they are not getting down 
beneath the surface of things into 
the real meat that can be found in the 
kernel. 

The trade journal editor and his 
staff are doing their level best to give 
their readers a publication that is 
really worth while, but they certainly 
haven’t the power to make their sub- 
scribers read the magazine. Whatever 
may be the investment involved in the 
cost of a year’s subscription—and that 
certainly is a matter of trivial conse- 
quence—it lies wholly with the mer- 
chant himself as to what the returns 
are to be on that investment. 


Too Many in Third Class 


Of those merchants who we would 
catalogue in the third class, as set 
forth above, the least said, perhaps, the 
better. There are quite a few in this 
class—far too many, as a matter of 
fact—and they remind me of the chap 
who spends his money merely to be 
spending it. Presumably they sub- 
scribe solely because they believe it is 
their duty to do so, just like some re- 
tail merchants who advertise merely to 
be advertising. As to whether or not 
the matter of duty is involved I can- 
not say, but I do know that the policy 
returns nothing whatever in the way 
of dividends, and the money involved, 
small as the amount may be, becomes 
an expense rather than an investment. 

If the merchants who come in this 
class knew of the real value some of 
their brother merchants are getting 
out of their trade journals—those, for 
example, who would come in the first 
of these three classes—they would 
never again let their trade journals 
find their way into the waste bas- 
ket unopened. 


Those Who Live in Cities 


Another interesting thing I learned 
in the course of this investigation, if 
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SOFT SOLES 


A Wonderful Line for the 

Wholesaler In Stock—aAll 

leather moccasins, soft 
soles. Prices range 
from $2.50 doz. and 
upwards. Also a full 
line of Ladies’ Pump 
Straps. 


NU BABY SHOE CO., East Lynn, Mass. 














WYC.G@oodcer 


Manufacturer of 
Children's Dlexible Durn Shoes 
89Allen St.. Rochester, VP 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








Bonito, Shoe & Baby 








“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 
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Soft Sole Baby Shoes 


SUPERIOR CUT AND WORKMANSHIP 
HIGH INSTEP. 


Sample on request from factory 
Sold through jobbers. 


CAMDEN SHOE Co. 


207 S. Second St. Camden, N. J. 
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Boggs & Cobb, Inc., Boston, Mass. : 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 — Se. 


Formerly Walpole Shoe Supply Co 





T. W. GODSOE, Pres. 
W.G. DONALD, Vice 
F. E. JONES, Treas 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 














The One 

Waterproof 

Leather That 

Takesand Re- 

tains a Polish 

Creese & Cook Co. $503" Sirs 


Tanneries at Danverseport 








mentally, so you’ ll make no mis- 
take in buy ng nails for use in 
your repair department. 


SHELTON NAILS ARE BEST 
Request your jobber to supply 
you with this dependable 4 
Send for catalogue. 


THE SHELTON TACK CO. Shelton, Conn. 
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ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes 
is our specialty. Let us solve your problems. 
CRAIG-REED & EMERSON, INC. 

Brockton, Mass. 
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such I may call it, was that the largest 
percentage of the merchants who 


. would come in the first and second 


classes above named, are found in the 
larger cities, while the third class is 
mainly represented by the merchants 
in the smaller towns and communities. 
Most of the merchants in the larger 
cities, representing nearly all lines of 
the retail business, subscribe to at 
least one or more trade journals in 
their particular field, but among the 
merchants in the smaller towns I 
found many who do not subscribe to 
any trade journals at all. They are 
small merchants for the most part, 
and I am more or less inclined to be- 
lieve this fact might be numbered 
among one of the reasons why they 
remain small. They have yet to learn 
that the cost of a year’s subscription 
represents a bona fide investment that 
can be made to return very excellent 
dividends. 


How to Get Full Value 


There is one merchant in the city of 
Atlanta, Ga., who, I believe, gets as 
much real value out of his various 
trade journals as any other man in the 
country. A brief description of the 
manner in which he accomplishes this 
result will not only prove interesting, 
but of genuine value to any merchant 
anywhere, regardless of the nature of 
his business or the size of his town. 

This particular merchant owns one 
of the most successful stores of its 
kind to be found anywhere in the 
South. He subscribes regularly to 
seven different trade journals, only 
three of which are strictly confined to 
his special field. Of the other four 
journals two represent different spe- 
cialty fields, while the other two are 
journals of a general merchandising 
nature not confined to any single line 
of retailing. This merchant knows 
that the fundamental principles of re- 
tail merchandising are the same in 
all lines, and therefore he does not 
feel that it is necessary to confine 
himself to the trade journals in his 
own particular field in his quest for 
ideas. That, however, is hardly a 
matter of moment. 


Checking the Contents 


Each month this merchant has one 
of his clerks draw up a number of 
cards and these are divided off into 
separate columns, as follows: Name 
of Clerk; Name of Magazine; Page 
Number; Title of Article; I Have Read 
This Article. . 

The retail merchant carries his va- 
rious trade papers home with him of 
an evening, and there he reads them 
carefully from cover to cover. Every 
article therein of any nature that in- 
terests him and that may carry such 
information as might be of value in 
the conduct of his own business, or to 
any of his clerks or department heads, 
as the case may be, is carefully 
marked. The names of the particular 
clerks or department managers, the 
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name of the magazine, the page on 
which the article appears, and the title 
of the article, are jotted down on the 
card under the proper headings as out- 
lined above. The following day the 
journal is handed to the clerk or de- 
partment head whose name appears 
first in the column designated fér that 
purpose. After he, or she as the case 
may be, has read the various articles 
marked for his attention, he signs his 
initials in the column headed, “I Have 
Read This Article.’ The merchant 
has been impressing upon the minds 
of his clerks for two years the im- 
portance of not merely reading the 
articles, but of digesting their con- 
tents carefully and getting the very 
best out of them. There isn’t a doubt 
in the world but that the method fol- 
lowed by this merchant in getting the 
real value out of his trade journals is 
returning him many hundred per cent 
in monetary dividends on the small in- 
vestment that is involved. 


Subjects Generally Treated 


Every editor, of course, has his own 
ideas as to the nature of material he 
wishes to publish, but an examination 
of a large number of trade magazines 
indicates that the majority of the edi- 
torial matter published can be divided 
into the following classes: 

1. Association work, home town 
boosting, etc. 

2. Window display topics. 

3. How to successfully combat mail 
order competition. 

4. Articles on salesmanship from 
the standpoint of the retail clerk. 

5. Articles on advertising of all 
kinds. 

6. Articles on the various phases 
which have to do with buying. 

7. Brief plans and ideas other mer- 
chants have successfully used in the 
conduct of their business. 


Even One Idea Counts 


There are, of course, numerous 
other topics that are covered, but I 
am merely mentioning these few which 
appear to have the preference, that 
you may form a definite idea of what 
your trade journals are trying to do 
to give you full value for value re- 
ceived. There is not a single one of 
these subjects but would be of value 
not only in the conduct of the business 
as a whole, but individually to the va- 
rious clerks in the store. Especially 
is this true of the subjects referred 
to us No. 4 and No. 7, which repre- 
sent two of the primary topics to 
which the average retail trade jour- 
nals devote their space. 

Let us presume, just in passing, that 
in the course of a year’s time you find 
only a single idea in one journal that 
you can use to advantage in your own 
business. That one idea alone may 
return you 50 or 100 per cent on vour 
investment, or it may, in fact, return 
you 1,000 per cent, considering the 
cost of a year’s subscription as the in- 
vestment involved. But the merchant 
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who is really alive to the opportuni- 
ties offered him in the pages of his 
trade journals will uncover dozens of 
ideas in a year’s time that he finds 
really worthwhile in the conduct of 
his business. There isn’t the slight- 
est doubt about it. The merchant 
whose system I have previously de- 
scribed lists his trade magazines as 
one of the three primary reasons 
which have contributed to his success. 


One Man’s Experience 


At the same time I happen to know 
of one merchant in a medium-sized 
city of the South who had subscribed 
to one trade journal in his field for 
three years and scarcely ever did he 
glance through its pages. One night 
he carried it home with him and read 
it through, not really because he 
thought to find something of value 
therein, but merely to pass away the 
time. In that issue he found a little 
idea describing the method a certain 
merchant had used to build up a mail 
order ‘business among his rural cus- 
tomers. This particular merchant had 
never given that part of his business 
a great deal of attention, but this idea 
appealed to him and he appropriated 


“*Stunts”’ 
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it bodily. And what has been the re- 
sult? 

In one year’s time this merchant 
has built up a mail order business 
among his rural customers that netted 
his store some thousands of dollars in 
additional profits during the first year 
of the new department’s operation, 
and it all came about because he acci- 
dentally happened to notice this little 
idea in his trade journal, and that 
idea proved the beginning in the new 
order of things. 


Now He Reads Four 


To-day that merchant subscribes to 
four trade journals and he reads every 
one of them religiously from cover to 
cover. If they cost him $50 per year 
he would doubtless still be numbered 
among the subscribers. Which only 
goes to show that your trade journals 
will live up to their purpose in life if 
you'll give them the opportunity of 
doing so. If they lay around on your 
desk unopened, as is so often the 
case, naturally they can be of little 
profit to you or to your business. 

Moral: For what shall it profit a 
man to subscribe for his trade journal 
unless he reads it? 


Sometimes Pay 


Merchant Uses Motor Signboard on Edge 
of Street to Attract Attention 
to Windows 


No matter how attractive a shoe 
store window display may be, it would 
naturally accomplish nothing in the 
way of sales results if people failed 
to look at it. The experts claim that, 
considering the limited field you are 
thus able to reach, your window dis- 
plays afford you one of your most 
productive means of advertising. 

At any rate, it is a foregone conclu- 
sion that a window display will win a 
certain amount of trade for a retail 
shoe store—that is, a certain small 
percentage of the people who see the 
display will be influenced to buy as a 
result. 

Spectators Multiplied 


Therefore, if you have dressed your 
windows according te the requisite 
standards of what a display ought to 
be to really sell shoes, nothing else 
you can do will serve to increase the 
number of customers you will obtain 
from among the passersby who stop to 
look at the window. However, you 
can make a larger number of people 
look at the display, and in so doing 
you will, of course, automatically in- 
crease the number of customers that 
the display brings into the store. 

Anyhow, a retail shoe dealer in At- 
lanta accomplished this result re- 
cently in a manner which had more or 
less to do with the psychological side 
of human nature, as it were. He ar- 
ranged an attractive display of shoes 





at tempting prices, and then placed on 
the edge of the sidewalk in front of 
the store an ordinary motor sign- 
board, such as are used in traffic reg- 
ulations. Instead of the usual notice 
on the sign, however, this one read as 
follows: 


STOP! 


LOOK AT OUR 
WINDOW DISPLAY! 


To the average shoe merchant it 
will probably seem that-such a method 


‘would hardly have the effect of caus- 


ing any more people to look at the 
display, but right there is where you 
would be entirely in the wrong. In- 
vestigation of the matter and a thor- 
ough test of the idea proved that the 
largest percentage of the people who 
saw this sign on the edge of the walk 
instinctively turned to glance at the 
window display. Many of these 
stopped to give the display further at- 
tention who would never have noticed 
it at all but for the sign on the edge 
of the sidewalk. 


Efficiency of Sign Tested 


The plan was tested by removing 
the sign for a two-hour period and 
stationing a clerk at the door, who 
kept a careful account of all people 
passing the store and the number of 
those who stopped to look at the dis- 
play. The sign was then replaced and 
the same account kept over another 


109 


| Where — 
Engraving and Printing 




















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 














— 
‘Tce 


id y Tareas of ewe coset \ MY. 
IND PLATTS ADPPER AND ~~ 7 penrmusuprnse 
aren race wacraorsans © /| _ 


CAMBRIDGE, MASS 





oveu 


13 Enaex St Boston 
71 Benkie St Brocktor 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
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Ready to Ship 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO, 
Boston, Mass. 
Lancaster, Pa. 











IN-STOCK 


Children’s Flexible 
Turns, sizes 1 to 8 
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downs, sizes 5 to 2 


SAMPLES Sent Prepaid 


OoROCHESTER, N.Y. 
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SHOE ORNAMENTS 


For Particular People 
BEADED BUCKLES 
STRAPS—CLASSY EFFECTS 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 








CULONIALS 
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BEADED ORNAMENTS 


made by the VANITY wil] sell your pumps 
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Office— 148-152 Duane Street 
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two-hour period. With the motor 
sign-board on the walk more than 
twice as many people stopped to look 
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at the window. A certain percentage 
of these were influenced to buy by the 
display. 


Three Per Cent Club to Boost 


Business 


A retail merchandising idea that is 
both unusual, and on the face of it, at 
least, meritorious as a trade stimula- 
tor, was recently originated at Tifton, 
Ga., in the organization and incorpora- 
tion there of what is known as The 
3% Company, Inc. It is in the nature 
of a Christmas savings plan and a 
trading stamp plan combined, though 
the idea itself is entirely different 
from anything of its kind now exist- 
ent. Only merchants who are mem- 
bers of the organization are entitled 
to its benefits, and while the company 
is as yet comparatively new, those 
Tifton dealers who are members have 
already begun to reap the sales ad- 
vantages of the idea. 


Rebate Certificate Issued 


Each merchant who is a member 
issues to his customers a certificate 
worth 3 cents for every $1 worth 
of merchandise purchased. A replica 
of this certificate is reproduced in con- 
nection with this article. Where cash 
is paid for purchases the certificates 


HOW MUCH CORDOVAN? 


Statisticians Have It That There Are 
21,000,000 Horses in the Country 


The Horse Association of America 
reports 17,000,000 horses “in the har- 
ness” annually, and 21,000,000 horses 
in the country all told. That is one 
horse to each five persons, roughly 
speaking. 

How many cordovan shoes can be 
made of the horse hides? That is 
what we would like to hear from our 
friends, the tanners. 

Cordovan is a good old trade name, 
worthy to be perpetuated. From Cor- 
dova, in Spain, once came some of 
the finest leather. Fine shoes were 
spoken of as “cordovans.” And the 
men who made them were . called 
“cordwainers.” 

America is a melting pot of shoe 
styles. 


CALL THEM “STRAP SHOES” 


New Styles Are Really Neither Pumps 
Nor Oxfords 


Call all strap styles “Strap Shoes.” 
Neither pumps nor oxfords are they, 
strictly speaking. A pump, according 
to the Shoe & Leather Lexicon, is “the 
lowest of all ordinary shoes, originally 
and usually consisting of a whole 
vamp, a sole and a heel.” An oxford, 
as defined by the same authority, is “a 


are given at once. Where credit ac- 
counts are run the certificates are 
given only to those customers who 
pay their bills on or before the 10th 
day of the month. Therefore, the 
plan has the double advantage of 
stimulating trade and making the cus- 
tomers pay their bills more promptly. 


Redeemable at Local Bank 


These certificates are redeemable at 
a local bank for their face value at 
any time during the month of Decem- 
ber, before Christmas. In other words, 
the customer patronizing a 3 per cent 
store gets 3 cents back out of every 
dollar he spends during the year, and 
gets it during the Christmas season, 
just at a time when he needs it most. 

The company was organized and is 
owned by Tifton business men. At 
present the only shoe dealer in the 
city who is a member of the organiza- 
tion is the Phillips Mercantile Co. The 
plan of the organizers is to extend the 
business to every city and town in 
Georgia, and later make it a national 
organization. 





low cut shoe, coming to the instep, 
and fastening with either lace, strap 
or button.” Neither definition fits our 
new class of strap styles, especially 
the new three-strap shoes for fall. So 
call them “Strap Shoes.” We have 
added to our variety of styles in foot- 
wear. We must add to our shoe terms 
so that we may properly describe the 
new styles. 


HOW MEN TAKE TO STYLES 


The way in which some sedate men 
take to sport styles reminds an ob- 
server of the way a small boy takes to 
the water. For instance: 

Mr. Samuel Sedate-spies a pair of 
golf shoes of smoked horse, with tan- 
colored calf trimmings, washboard 
soles, and all the doggy trimmings. 
Into the store he goes, and says: 

“T’d like a pair of those shoes in the 
window. Golf shoes I believe you call 
them. I’d like them for week-end 
wear at my summer home.” 

He gets them fitted and carries them 
home. A few days later he appears 
at the office, golf shoes on his feet. 
“Yes, they’re a bit sporty for business 
wear,” he explains. “But, you see, I 
ran up from my summer home just for 
the day, and I’m going right back 
again.” 

And he wears those sport shoes 
every day at the office, and feels that 
he is right in the swim. 
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LET’S STIMULATE PRODUCTION 


Four Pairs per Person Is Just As Rea- 
sonable As Three Pairs 


Our manufacturing friends tell us 
that American factories, enlarged and 
equipped with new labor-saving ma- 
chinery during the war, are able to 
produce 50 per cent more shoes than 
they are doing. Some say that they 
could double their production, if they 
had to. We made rising 300,000,000 
pairs of shoes in 1919, according to 
the census. Say we increased produc- 
tion by 50 per cent. That would give 
us 450,000,000 pairs, or, roughly 
speaking, four pairs of shoes for each 
man, woman and child in the country. 

How much better off would our peo- 
ple be if they had one more pair of 
shoes a year? 

To establish new stores, and to in- 
crease sales of established stores is 
one of the plain problems before the 
American shoe trade. People need 
more shoes. The factories can make 
more shoes. To distribute more shoes 
is the task before the shoe merchants 
of the country. 


RUBBERS MINUS STOCKINGS 
AND SHOES 


It is related of Naples’ most eccen- 
tric figure, Prince Frederico Spada 
Veraili, who passed away last April, 
that he was very much afraid of con- 
tagion. - Although he owned a great 
palace in the aristocratic quarter, he 
hardly ever left his chamber except to 
drive out. Beside the bed was a small 
fountain of running water, for the 
Prince would wake up during the 
night to wash his hands. Never would 
he let anybody shake his hand or put 
anything in it.. He wore neither boots 
nor socks, walking about with bare 
legs and rubbers on his feet. 


Novelty Line Added by Everett 
Company 


The Engel Shoe Co. of Everett, 
Mass., has recently enlarged its fac- 
tory and, in addition to manufactur- 
ing women’s and children’s stitch- 
downs and welts, has added a new 
line of women’s novelty shoes. The 
supervision of workmanship and the 


selling of this line will be in charge, 


of Jos. R. Goldsmith, who has a wide 
acquaintance among the wholesale 
shoe trade and large retail merchants 
of the country. 


Joins Boyden Sales Staff 


Thomas M. Exum has joined forces 
with the Boyden traveling sales or- 
ganization, and will represent the 
Boyden Shoe Mfg. Co. of Newark, 
N. J., in Iowa, Kansas, Minnesota, 
Missouri, Nebraska, North Dakota 
and South Dakota. 
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‘STETSON “SAMPLE FESTE” HELD 


Styles for Spring, 1922, Discussed at 
Meeting Followed by Banquet 


The regular fall meeting of Stetson 
Shoe Company salesmen, described as 
a “Sample Feste,” was held Tuesday 
and Wednesday, Sept. 6 and 7. The 
Tuesday session, at which selling prob- 
lems were discussed, was attended by 
salesmen and factory department 
heads. The Wednesday session in- 
cluded among its attendance the com- 
pany directors and a number of guests 
among whom were Frank C. Smith of 
Cleveland, O.; D. F. Petty of Pitts- 
burgh, Pa.; A. M. Horton, manager of 
the new Stetson shop soon to open in 
the Hotel Astor, New York City; 
Frank W. Cox, manager of the Stetson 
Broadway shop, New York City; G. S. 
Moreland, manager of the Cincinnati 
shop; George A. Webber, manager of 
the Springfield shop, and Thayer Mc- 
Bride, of the N. B. Thayer Company, 
Rochester. Spring styles were dis- 
cussed at this meeting. In the eve- 
ning a banquet was held at the Parker 
House in Boston, at which the chief 
address was made by A. C. Heald, 
general manager and treasurer of the 
company, whose subject was “Work 
Makes Success.” 

George W. Young, new Pacific 
Coast representative of the Stetson 
Shoe Company, left the following day 
for Cleveland, from whence he will go 
direct to Los Angeles, his new home. 


Leaves Retail Store for Road 


C. C. Ferrers, who for the past 10 
years has been manager of the chil- 
dren’s, misses’ and basement service 
in the juvenile footwear for the Jor- 
dan-Marsh Co., Boston, is now on the 
road. He represents the Jelly-De- 
laney Shoe Co., Lynn., Mass., in New 
England, New York State, New York 
City and Brooklyn. The line he will 
carry is a specialty line of misses’, 
children’s and growing girl’s solid 
leather welt shoes. Mr. Ferrers start- 
ed his trip right after Labor Day. 
His experience in selling juvenile 
footwear will serve him in good stead. 


Barry Has Two New Men 


W. B. James of Atlanta, IIl., has 
joined the sales staff of T. D. Barry 
Company of Brockton, for which well 
known company he will travel* Min- 
nesota, Wisconsin, the Dakotas and 
northern Michigan. Another addi- 
tion to the sales staff of this com- 
pany is F. R. Lundberg of Minnea- 
polis, who will cover Iowa, Nebraska, 
Colorado, Wyoming and Montana. 
Both men have traveled their respec- 
tive territories for several years and 
have built up a warm circle of friends 
among the retail trade. 








Whereto] Buy 


Ballet Slippers 





= 








GYMNASIUM SHOES 


Black Kid... .$1.10 per pair 
BALLET SLIPPERS 


’, $1.50 








We SUMNER SMITH 











Ballet a. 


IN STOCK 
No. 1296, Black Ballet, 8- r $1.90 
11%-2, $1.40; 2-7, $1.50 ¥ 
No. = White Ballet, 8-11, $1.55; 
11%-2, $1.65; 2-7, $1.75 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











Where to Buy 


Miscellaneous 

















Wie ey 


cy oe 
Write for on Se a at toe 
or our new No. 
‘A Service Trade Builder.” Send for our com- 


het catalog of Shoe 
‘Il he Silverite Co., Mfgrs., 81 High St., Boston 


Pe 
ae 





Manufacturer—Attention 


Littlefield Heelse—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 











Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
~ Boston, Mass., U. S. A. 








e Ribbon 


AY W.E.ELLIS COMPANY 


HAVERHILL , MAS 











, 

+ SS 

4h 

’ ee 
SPRinc ~ sTEP 

ry # * 


Alwa ys speci 
SPRING-STE 
Rubber Heels 
when ordering 
leather shoes- 





| THEY WEAR LONGER J 
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Build Up Profits 


From Indoor Games 


Many dealers have found a real 
source of profits by featuring 
Keds for winter and indoor 
games. These popular year 
round shoes can make a quick, 
steady turnover throughout 
the school and gymnasium 
season. 


Identify your store as the home 
of Keds by having a well bal- 
anced stock for the Fall and 
Winter trade. 


United States Rubber Company 














Not all canvas rubber-soled 
shoes are Keds. Keds are 
made only by the United 
States Rubber Company. 
Look for the hame Keds on 
the shoes. ' 
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Leather Bargains Becoming Scarce 


Market in Much More Stabilized Condition—Sales of 100,000 
Packer Hides Reported, Indicating Renewed 


Strength and Confidence—Improvement 
Noted Also in Side Leather 


As the leather markets become more 
stabilized, bargains are not so notice- 
able. Some of the larger leather buy- 
ers have picked up good lots of sole 
‘ Jeather and some of upper leather at 
low bids, but such sales are becoming 
scarcer and the market is taking on a 
firmer tendency. 

In spite of rather quiet trading, it 
is pointed out that the shoe and 
leather business is more active than 
that of many other lines. It is also 
true that this industry was practically 
the first large one to sustain deflation, 
and it is also among the first to re- 
cover. 

There were sales during the past 
week of over 100,000 packer hides at 
steady prices. Other activities in the 
hide market show renewed confidence 
and strength. 

Shoe manufacturers continue their 
policy of purchasing close to needs to 
cover orders. Tanners have now 
reached the basis where they must 
sell leather at some profit over re- 
placement value, which means that 
most of the desirable lots have al- 
ready gone. Prices must be obtained 
commensurate with the costs of raw 
material, tanning and selling expense. 

The sample sales of shoes to whole- 
salers have been at least up to ex- 
pectations, and tanners look for a good 
business this fall. There is a good 
call for calf and kid leathers and 
buyers are taking hold better on side 
leather and the heavy leathers for 
work shoes. As a whole the situation 
shows more animation .and is in 
marked contrast to the prolonged de- 
pression of a year ago. 


Calf Leather 


While business was quiet around 
the holiday, there has been more .-ac- 
tivity since salesmen are getting to 
work in their territories and the out- 
look is good for the sale of calf 
leather this fall. There has been a 
better demand for suede of late, es- 
pecially black suede. While the de- 
mand has been strong for colors, par- 
ticularly the new shades, tanners are 
not inclined to plunge on any one 
color. Suede leather is still well up 
in price for the best grades, prices 
ranging from 60 to 85 cents per foot 
according to the tanner and the class 
of material. Smooth finished calf in 
colors is quoted at from 50 to 55 cents 
per foot for the top grade of plump 
weights full grain colors. The me- 


dium weights bring from 48 to 50 cents 
per foot, with some good grades 
quoted from 42 to 45 cents per foot; 
other grades lower according to qual- 
ity. 
Side Leather 

There has been some improvement 
of late in the side leather market, es- 
pecially on the medium and lower 
grades. The business has been some- 
what in the buyer’s favor. Full grain 
colors are quoted from 28 to 32 cents 
per foot. The price range is rather 
wide, running down to below 20 cents 
per foot for the cheaper grades ac- 
cording to quality. Elk has been slow 
of sale with the better tannages of- 
fered at 26 to 28 cents per foot. Heavy 
waterproof leather runs from 26 to 
30 cents per foot, the lower grades 
according to quality. 


Glazed Kid 


The medium and lower grades have 
sold more slowly of late, but many of 


the better grades are sold ahead. A 
good business is expected on the lower 
grades this fall when the manufac- 
turer of staple footwear gets well un- 
der way. There is no appreciable 
change in prices. Colors from the best 
classes of raw stock are quoted from 
65 to 80 cents per foot for choice 
grades. There is a small percentage 
held even higher. Good medium 
grades of kid run from 40 to 60 cents 
per foot and the cheaper and lower 
grades downward according to quality. 


Patent Leather 


There has been an improvement in 
the sale of patent. Its wider use is 
noticed in the shoe styles for women. 
Prices are the same as for months 
past with 40 to- 43 cents quoted for 
the top grades. The export trade 
shows little improvement but this is 
made up for in a better domestic busi- 
ness. 

(Continued on page 115) 








Comparative Leather and Hide Prices 


Upper Leather (price per foot) 
Pre-War Peak 

$0.32 a $0.35 
28a .30 


Calf, suede, top grade 

Calf, smooth colored, top grade.. 
Calf, smooth, black, top grade... 
Side leathers, colors, top grade.. 
Side leather, black, top grade... 
White buck, top grade 

Elk, heavy side 

Kid, colors, best fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, cheap 

Chrome patent sides 


Hemlock No. 1 

Union 

No. 1 oak backs 

No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use .... 


iain 
38a 
46a 


To-day 
$0.70 a “. 


$1.40 a $1.50 
0 45a 


60a 
20a 

85a 
) 

a 

. |) ao 
92a .95 

98a 1.05 

1.15a 1.25 


36 
39 
AT 
48 


Raw Hides and Skins (price per pound) 
(1913 Av.) 


Native steers, as used in sole 
leather, harness, ete. ......... 

Heavy Texas steers, for sole 
leather 

Light native cows, for side upper 
leather 

Branded cows, 
leather 

No. 1 buffs for heavy upper and 
side leather 

No. 1 Chicago City calfskins, for 
fine calf leather 

Kips for upper leather sie 

B. A. hides, for hemlock sole 

leather 


for light sole 


oe @ 


-. a 


18% 52a 55 
18 a 50 
17% ... 8 62 
17%  ...8 °° 50 


15 45a io 


17% 
16% 


30 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 


fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 


J. K. Krieg Co. 
(New York) 


Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 
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Rubber Output Is Below Normal 


Delay in Publishing New Price List May Prove to Be 
Barrier in the Way of Early Order Placing—New 
Ideas Developing in Sport Footwear 


rubber footwear steadily, espe- 

cially on storm goods. The out- 
put is. below normal, probably, on 
storm footwear and it isn’t unlikely 
that a shortage may develop in the 
event of a severe winter. The large 
mills are making goods. practically 
only on order and orders have been 
delayed by merchants who presumably 
think they are playing safe. 

At the request of the trade, the pub- 
lishing of the rubber-soled footwear 
price lists was delayed until the first 
of September. This served to remove 
any embarrassment from wholesalers 
and retail merchants in disposing of 
their goods. On the other hand, it 
may have been somewhat of a barrier 
to the early placing of orders in large 
volume. It is certain that the rubber 
business holds a unique situation in 
footwear, with continuous healthy and 
enlarging demand, especially in view 
of the increased demand for sport 
goods each season plus the novelties 
and new developments coming out all 
the time in sport footwear. 


New Golf Shoe Sole 


Every season brings out many new 
things in the golf and sport footwear 
lines. A new golf sole just perfected 
by a Massachusetts rubber company is 
studded all over with double suction 
cups, the toe cap, upper edge of vamp, 
eyelet pieces and ankle patch are made 
of leather and serve to reinforce those 
parts of the shoe. 

Another production is an overshoe, 
what is said to be the only rubber 
overshoe manufactured in Canada for 
wear with the nature last. A new 
football shoe has a sole of composi- 
tion containing rubber which makes it 
impervious to water no matter how 
wet the gridiron is and it will not lose 
its shape when the ground is hard. 


Crude Rubber Prices May Rise 


It is persistently reported that the 
price of crude rubber may be higher 
soon, but that it will continue at its 
present figure for a little while. The 
India Rubber World says: “Neverthe- 
less, low rubber has always in time 
been succeeded by high rubber. The 
three-dollar level of a few years ago 
in the light of future needs looked 
fairly permanent, but such was not 
the case. High tides recede and ‘low 
water’ in time is succeeded by high. 
If for no other reason, the forced ces- 
sation of tapping on the part of so 
many planters will bring the supply 


[) miter oot are being made on 


down and the price up. Those who 
are able to hold on will profit; those 
who do not will lose. It is a great 
pity that planters in the Far East 
who so ably came forward. and sup- 
plied the rubber so vital to industry 
should suffer and perhaps lose all. 
It would also be unfortunate if some 
great monopoly gathered in the bulk 
of the Far Eastern plantations. In 
all probability nothing of the kind will 
occur. The advance of a few cents a 
pound would clear the skies, and that 
is sure with the world’s manufactur- 
ers soon coming into the market for 
rubber, and lots of it.” 

The writer can see nothing to be 
gained in delaying the placing of or- 


ders in the rubber market, particu- 
larly if merchants need the goods. 
There is less likelihood of carrying 
over high priced stocks in storm or 
rubber sport footwear at a loss than 
in any other branch of the shoe busi- 
ness. 


Scrap Rubber Demand Limited 


There is little change in the situa- 
tion, which continues depressed. The 
demand from reclaimers for scrap 
rubber is limited. Quotations are 
as follows for carload lots delivered, 
subject to change without notice: 
Boots and shoes... .lb. $0.03% @ .03% 
Trimmed arctics 
Untrimmed arctics 





Time to Throw Off “Blue Glasses ”’ 


B. C. Forbes says it is time to throw 
off the “blue glasses” and revive trade 
and employment. 

“To urge that we become a nation 
of Pollyanas,” he writes in Forbes 
Magazine (N. Y.), “would be puer- 
ile. To prescribe as a panacea for our 
business ills nothing. but an overflow- 
ing dose of windy optimism would be 
ineffective and foolish. To preach that 
hard-headed business men should shut 
their eyes to stern reality and start 
hip-hip-hooraying for a non-existent 
prosperity would betoken feeble-mind- 
edness. 

“What is here earnestly urged is 


not that business men and others shut 
their eyes to facts, but that they open 
their eyes and grasp a clear insight 
into the facts and the realities of the 
present situation and that, having 
recognized how vastly and thoroughly 
conditions have’ changed toward 
soundness, safety and stability, they 
govern their activities accordingly. 
“In other words, it is my conviction 
that readjustment has now been thor- 
oughly carried out in so many direc- 
tions that there is no adequate reason 
why fear should not give place to con- 
fidence, inactivity to activity, and 
short-sightedness to long-sightedness.” 





(Continued from page 113) 
Sole Leather 


Business was dull in the sole leather 
market, especially around the holiday. 
Some improvement was noticed after- 
ward and it will continue consistent 
with the recovery in the shoe busi- 
ness. There is virtually no change in 
prices, although quotations have been 
a little less firmly maintained than in 
upper leather. Manufacturers con- 
tinue buying on a hand-to-mouth basis. 








Siewers with Lund-Mauldin 


Ralph Siewers, who formerly cov- 
ered the State of Indiana for the 
Brown Shoe Company, has been ap- 
pointed by the Lund-Mauldin Com- 
pany to cover North Carolina. North 


Carolina is Siewers’ home state as 
he lived for several years in Winston- 
Salem. He was with the Brown Shoe 
Co. for 10 years and in him his new 
employers have a strong representa- 
tive. 








(Continued from page 75) 

A good substantial and successful 
merchant says: “The profit or loss 
on a given lot of shoes depends on 
the disposition of the last ten per cent 
of the pairs.” 

In arranging size schedules it 
should be borne in mind. that the ball 
measurement is exactly the same in 
a TAA, 6A, 5B, 4C and 3D. Con- 
sequently in figuring out schedules 
for the narrower widths the heavy 
buying should. be upon sizes larger 
than 5, 5, 5% and 6. 
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THE NEXT BEST BET 



















In conjunction with my 
felt slipper line, I have 
taken over the merchan- 
dising end of the Engel 
Shoe Co., of Everett, 
Mass., making women’s 
; novelty shoes of all de- 
i scriptions for the job- 
bing trade. 


week. 


to get in on this. 






} Our new patent leather 
- toddle. Flexible McKay, 
j imitation turn—9-8 mili- 
tary heel. 






Address all communications to 


JOS. R. GOLDSMITH 


ENGEL SHOE CO. 
EVERETT, MASS. 


Watch for our new number. 

























Our policy will be: high 
grade workmanship, 
newest styles and pat- 
terns. We intend to get 
out a new style every 


It would be to our mu- 
tual advantage for you 


Jos. R. Goldsmith. 












We use Wingfoot heels. 











Patented Aug. 30, 1921 






A flood of orders is pouring in for this We also make a complete line of finest 
latest footwear novelty. Sample quality overgaiters and spats of all kinds. 
; Don’t miss this extra chance for profit. orders Below we show one of our latest novel- 
Order now and have this quick selling promptly ties in a spat of fine Kersey handsomely 





novelty for fall selling. Made with ad- filled 
justable slide buckles which permit per- - 


fect fitting. Kingman Mfg. Co 
Stoughton, Mass. 






one of our several latest designs. 









Priscilla Spats 
are made in one, 
two, three and 
four bucklef~ 
styles of fine |= 
Kersey or Satin 
in a wide range 
of the most 
wanted colors. 














The New Priscilla Spats are A Hit 






bound with silk or leather. This is but 
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| Beautifil SABoes in Stock } 


i. MOI LLER ine. is Parole) ange ie & 


ein 


ee, eS ead o é ' 


“LMILLER @& ) LMILLER } 


ae 


THE 
EANNE 


. 11—Blk Sat., LXV Heel. $7.25 
. 12—Blk. Sat., Baby = 25 No. 18—Blk. Sat., LXV Heel $8.50 
. 420—Br. Sat., LXV Heel 7.25 No. 59—Br. Sat., LXV Heel. 8.50 


Baby Louis 7.25 Steel Beading on Black, Bronze Calf, 
AAA to C or Brown. 


a 2—<'» : 
LMILLER 


Stock Service 








It is possible for a retailer in 
any part of the country to 
feature the nationally known 
I. MILLER Beautiful Shoes 


for Women. 


We carry them IN STOCK — 
3 * No. 45—Tan Calf Oxford, 
ee, onthe m h : Ne ~~. Heel, Centre 
° oe ; i rf. on 
Welt. Metal Buckles ' Publicity Service with eac eee es chou 
AAA to C style. Centre Peel, 





THE 
STUDENT 


a 
BOBETTE 





No. 78—Black Boarded Calf .$7.75 


No. 79—Brown Boarded Calf $7.75 i} ~§=6No. 80—Patent Leather. 
as Wing Tip, 8/8 Leather ’ 
eel. 


AAA to C 





Spanish Heel, Semi French Last. 
AAA to 
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LEGAL 


ur latest creations 
A nobby English boot and 


The Regal DEVON is our most recent origina- 
tion both in Last and Leather. This new last 
combines smart custom-lines with practical com- 
fort. The leather is a rich, new shade of calf, 
known as “Redskin,” tanned by Gallun. We 
have purchased the entire present production of 
‘Redskin ** and are, therefore, the only manufac- 
turer in the Brockton district with shoes of this 
leather ready for shipment. Notice also the stylish 
Raglan blucher cut and soft toe. 


Stock No. 4660 


Pric2— 


6.65 





Regal Shoe Company, 268 Summer Street, Boston, Mass. 
NEW YORK SALESROOM, 1369 Broadway (at 37th Street) 
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s}of In-stock styles 
1} a stunning black oxford 


The Regal NEWPORT correctly represents the 
style trend in women’s oxfords for Fall. The new 
black Country Club leather is one of the unusual 
features of this Ace oxford. Four close rows of 
stitching and a pinked tip add charming lines; 
it also has a rubber heel. This should .be a 
leader in your Fall business. 


Stock No. 5194 


Price— 


"5,25 








CLIP the ORDER-FORM below for CONVENIENCE 


The Regal Shoe Co., Department 20 
Sent, DOSIOM, BHM, RRR cca ccc ccccccwseses 


eR =o NE RNA RU a 6 6.50. 6:4. 4,0 0,0.0:0:5.6,604: 6:66 wba AS olan bine SiAde Aa SIEM 
the following shoes from stock, as advertised : 








Stock 
No. |Width 8— 4— 5— 
















































































Send the Coupon 


for a copy of the new Regal 
In-Stock Catalog of Fall 
and Winter styles. Check 
ee Se ae ee Se ie tac tadaseaonntas., MND <0h0s0sennandé onoaceasacnesennocaveanni 

coupon. rrr LLL LLCO 


PIN the COUPON to your LETTER HEAD, please 


check (¥ ) here I should like to receive your new In-stock Catalog free 
| <3 | of charge. . 
I ts caxde inn. dad drs bd Kah oars oR SUE Ce pd Ae see GEE 
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Keith's Konqueror” “ijulletin— 


Jn Stock Styles for carly Fall selling 

aie wor ready, “Thay’ae pppina— 

and there’ enough of them for moot 

oaticfactory choice. “We ouggest 

you send for luctrated folder, Nore No Ore 





1 inch Heel, % Rubber, Campus 1 inch Heel, % Rubber, Cam 
Model. Widths AA to D. Model, Widths AA to ee 


Price $6.25 Price $6.25 


“The “Preston “13. Keith Shoe Co. 


UA. A. 29q “Broadway, “Room 415 
“Boston, 207 Essex Slreet 





Here is a Sales 
and Profit pro- 
ducer for your 
children’s shoe 
department. 





LEADER 


is our two-strap buckled 
spat, made in three grades 
of Kersey, Oxidized 


Same Grade Kersey, 10 Button Height 
Same Grade Kersey, 12 Button Height 


Same Grade Kersey, 10 Button Height 
Same Grade Kersey, 12 Button Height 


Same Grade. Kersey, 10 Button Height 
Same Grade Kersey, 12 Button Height 








245 BURRILL STREET, 


buckles, calfskin or patent 
leather straps. In _ all 
colors. Adjustable and 
ornamental tops. A classy 
spat for a classy dresser. 


Write for particulars of 

our. Brogue Spat made 

especially for low heeled 
shoes. 


$22.00 a Dozen 
23.50 a Dozen 
25.00 a Dozen 
400 Grade Kersey, 9 Button Height...... 23.50 a Dozen 
24.50 a Dozen 
26.00 a Dozen 
600 Grade Kersey, 9 Button Height...... 25.50 a Dozen 
27.50 a Dozen 
30.00 a Dozen 


300 Grade Kersey, 9 Button Height 


Samples sent upon request. Prompt deliveries assured. 
SEASONABLE GOODS AT RELIABLE PRICES. 


C. R. WHITTREDGE & CO. 
SWAMPSCOTT, MASS. 














SAS PEE REAL SEVERE IE IEE EE RSA IE AE EE EYRE REISE TEE E AE IE PEPENEIE TERE VETERE 


STUDY THE 
PRICES 


Examine the 
shoe and then 
send us your 


“ trial order. 
This $F" humdinger—bot 


you should see the rest. of 
the line. 


A REAL WATERPROOF 
SHOE FOR SCHOOL WEAR 


Storm. Blucher—Chocolate Elk uppers, solid oak 

outsole, waterproof slipsolee A REPAIRABLE 

STITCHDOWN. 

Sizes 5-8 
8%-I1 

11%-2 


Note:—If they bear the trade-mark bottom stamp, shown 
above, we repair them for your customers at cost. 


The Community Shoe Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 


Vets 


The two larger runs have 
outside heels. 
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A Round-Up Meeting 


Boston Shoe. Travelers Get Together 
Before Leaving on Trips 


A “Round-Up” meeting was called 
by T. A. Delany, president of the 
Boston Shoe Travelers’ Association 
at the Boston Shoe Trades Club on 
Wednesday, Sept. 7. Seventy-five 
members were present and Mr. De- 
lany presided. This “get-together” 
was in the form of a farewell party 
to the boys who are now en route to 
their customers or already in their 
territories. “Pop” Wright set up the 
cigars. 

But be it known that aside from the 
social phase, there were many im- 
portant measures discussed. One 
matter which was taken up called for 
the seeking of the co-operation of all 
Senators and Congressmen from New 
England in the passage of the inter- 
changeable mileage bills now pending, 
also the elimination of the surtax on 
Pullman cars and sleepers. Matters 
pertaining to the National Council 
were also discussed and many resolu- 
tions were passed. 


After More Members 


Plans were also made for inereas- 
ing membership and committees are 
being formed to call on each mantfac- 
turer and jobber so that_their entire 
sales staff may come in as a body. 
Speakers were assigned to the various 
chambers of commerce in the New 
England cities to help in furthering 
the work of interchangeable mileage 
books and surtaxes. 

It was voted to send to Thomas D. 
: Harlow of. Plymouth, Mass., one of 
the oldest shoe salesmen in the United 
States a congratulatory message. 
Mr. Harlow recently celebrated his 
eightieth birthday.. He is a member 
of the Boston Shoe Travelers and 
also of the National. 

The securing of more business 


throughout the country was one of the 
themes for earnest discussion, and 
the boys determined that this trip 
should be their banner one. The 


THOMAS A. DELANY 
Secretary of the N. 8. T. A. and 
President of the B. 8. T. A. 


men left the meeting feeling happy 
and all hands voted the affair a great 
success. 


R. L. Huffine in Field 


Robert L. Huffine is now in the 
field with his line of Jack and Jill 
and Kamp-Tramp samples, which is 
upon this showing the most attractive 
and complete line ever displayed by 
his concern. In addition to his regu- 
lar territory, “Bob”, will call upon the 


’ ington for Adams Bros. 


accounts of the late Charles Newhall 
in Philadelphia, Baltimore and Wash- 
The many 
friends of J. T. Abernathy, formerly 
with Parker-Holmes & Co., Boston, 
will be pleased to learn of his asso- 
ciation with Adams Bros., Pittsfield, 
N. H. Mr. Abernathy will carry the 
well known line of Jack and Jill welts 
in Virginia, North and South Caro- 
lina, Georgia, Tennessee and Ken- 
tucky, in connection with Mr. Huf- 
fine. 


“Gilco” Men Active 


E. N. Randolph, sales manager of 
the E. T. Gilbert Manufacturing Co., 
manufacturers of “Gilco” specialties, 
is on an extended trip through the 
New England States, calling on the 
jobbing trade and the large depart- 
ment stores. Mr. Randolph carries 
about fifty different specialties for 
the shoe trade. Seven of the sales 
force are already in their respective 
territories booking orders for “Gil- 
co” shoe retainers, Pullman slippers, 
beaded ornaments and shoe polishing 
sets, the features of the “Gilco” line. 


Leaves J. Heilbrunn & Sons 


Samuel A. Schwarz, formerly in 
the Rochester office of the Boot and 
Shoe Recorder, and more recently a 
salesman with J. Heilbrunn & Sons, 
jobbers, of Rochester, N. Y., has re- 
signed his position with the latter 
concern, Mr. Schwarz is at present 
endeavoring to line up with a factory 
making high grade women’s shoes. 


H. B. Cornwell Dead 


The many friends of H. B. Corn- 
well, for many years Walk-Over sales- 
man on the Pacific Coast, will receive 
with regret the news of his passing 
a few days ago. Mr. Cornwell was of 
charming personality and made a host 
of friends for himself and his line in 
this territory. 
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“H and E” 


NOVELTIES 


IN STOCK OCTOBER 10 IN STOCK OCTOBER 10 


THE BEST BET FOR 
A QUICK TURNOVER 


























No. 133—Black Patent Leather Sally Pump with Junior 
Louis Heel. AA, 4-8; A, 3-8; B, 2%-8; No. 135—Black Patent Leather Shirley ar a re 
Price 86. 25 Brass Center Buckles, Cuban Heel, AA, 4-8; 3-8; B, 
Te | I Fer er eee ekte $6.25 


IN STOCK READY NOW IN STOCK READY NOW 


EVERY SHOE . 
A BUSINESS BUILDER 














No. 130—Black Satin C—Sone Straps like above. Price, 
5.25 


No. 129—Black Kid C. S. One Strap, Perforated Strap 
and Quarter, Junior Louis Heel, No. 90 Last. AA, 4-8; 
re dlsiat vag te Face No. 2206—Black Kid One St ly Perf J 
i 5.50 o. ac ne Strap, Fully Perforated, Junior 
Sumeiints Delivery aes Se Louis Heel. AA to C Price 85.75 


IN STOCK AT ONCE 
These styles are the most in demand. Each one 
will be found a producer of profitable trade for 
you. To omit any one of these models from 
your stock would be a mistake. We suggest 
an assorted order today. The very best mate- 
rials and workmanship are clearly revealed in 
these values. Buy what the other fellow doesn’t 


have. Order early—now. 
No; 131—Black Patent Leather Three Strap with Black 


coussoeegeemeet, UMOPKINS and ELLIS 


Vamp. AA, 4-8; A, 8-8; B, 2%-8; C, 2-8..Price $6. Haverhill, Massachusetts 


No. 132—Black ‘oa joe Strap with Black oan 
Leather Saddle, Diamond Perforation on Me Junior - 
Louis Heel, Sizes as above Price $7.00 
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Jack Brennan on Trip 


Among the boys who have recently 
gone out from the South Shore dis- 
trict is John B. Brennan of the Rich- 
ards & Brennan Co. Mr. Brennan is 
taking a preliminary trip, calling on 
his trade in Detroit, Cleveland, Buf- 
falo, Philadelphia and New York. 
“Jack” calls this a preliminary trip 
to look things over and see for him- 
self what the situation is and what it 
promises to be for winter and spring. 
“Good leather, such as Brockton and 












JOHN B. BRENNAN 


Senior Salesman, Richards & 
Brennan Co. 


other South Shore towns use, must 
be bought ahead,” said he; “it can- 
not be supplied at a moment’s notice; 
cheap leather is easy enough to se- 
cure, but good material and good 
workmanship are hard to supply at 
a moment’s notice. These immediate 
delivery orders are certainly difficult 
propositions and do not make the life 
of the traveler or the manufacturer 
any rosier. However, we must re- 
member that we are still in the af- 
termath of a great war, and although 
there are many perplexing situations 
to meet, the shoe trade will eventual- 
ly solve them.” 


Ed Lovell With Diamond Shoe Co. 


Ed Lovell, an old timer in selling 
Brockton shoes, is to travel New York, 
Ohio and Pennsylvania with the Dia- 
mond Shoe Co.’s_ made-in-Brockton 
welts for men and women. 


Robert Millett With Nettleton 


Robert Millett of Brockton, Mass., 
has made arrangements with the A. 
E. Nettleton Company of Syracuse to 


carry their line through New York,_ 


Ohio, Pennsylvania, Illinois and In= 
diana. Mr. Millett is thoroughly ac- 


quainted with these sections and has ~ 
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been pushing the men’s shoe game for 
some time. Mr. Millett left the week 
of Sept. 4 for the factory in order to 
get his samples packed. 


Frank Larkin a Manufacturer 


Frank Larkin, formerly sales man- 
ager of the Tomahawk Shoe Co., has 
a new venture on foot. He has re- 
cently gone into business in Beloit, 
Wis., having purchased the factory 
formerly owned by the John Foster 
Shoe Co. The name of the new con- 
cern is the Freeman Shoe Company, 
with R. E. Freeman as vice-president 
and Frank Larkin as secretary. This 
company will start with six new welt 
numbers. The production is now 500 
per day. Frank Larkin is one of the 
most active workers in the N. S. T. A. 


Clayton Secures Rate Reduction 


J. Finley Clayton, chairman of the 
transfer and baggage committee of 
the N. S. T, A., has accomplished 
much this year, as is proved by a re- 
port sent him to the national secre- 
tary. Mr. Clayton says that only the 
past week he secured from one of the 
leading transfer companies in his 
district a reduction from 75 cents to 
60 cents for trunks. This good work 
on Mr. Clayton’s part has been the 
occasion for many congratulatory 
letters from the boys on the road. 
And this is only one of the many fine 
things which he has accomplished for 
the travelers, as it is reported that 
several other companies have made 
rate reductions through his good of- 
fices. 


M. N. ARNOLD CONVENTION 
Three-Day Meet of Selling Staff 


The sales force of the M. N. Arnold 
Shoe Co. arrived at the factory Aug. 
31 and were welcomed by W. Percy 
Arnold, president and general man- 
ager of the company, who reviewed 
market conditions and outlined the 
company’s policy for the coming sea- 
son. At this meeting Treasurer 
James D. Arnold addressed the men 
on “Finance.” The new sample line 
was inspected and new features ex- 
plained by B. L. Wales. 

The Sept. 1 meeting was addressed 
by Credit Manager C. O. Tyler. 
Stock lines for the coming season 
were -inspected and discussed, and 
President Arnold announced the prize 
contests and quotas for the coming 
season. 

The next day’s conference was de- 
voted to advertising, with Advertis- 
ing Manager B. L. Wales in charge. 
Addresses were made by Allyn B. 
McIntyre of the N. W. Ayer Co., 
Philadelphia, and R. N. Whipple. of 
the “Saturday Evening Post.” 

In the evening the entire sales 


‘force, executive force and foremen of 


the company attended. the semi-an- 
nual banquet at the Copley-Plaza 











123 


Hotel. At this meeting President 
Arnold presented silver trophies for 
excellence in sales during the past 
season to the following salesmen: 


Winners Announced 


Trophy for largest sales, presented 
to W. M. Walker, Cleveland, Ohio; 
prize for largest sales of women’s 
shoes won by C. N. Fitch of Kan- 
sas City; prize for largest stock sales, 
won by W. J. Lovejoy, New England 
representative; prize for the first 
salesman to reach 100 per cent quota, 
won by C. A. Gilday of Brockton, cov- 
ering New York State; prize to sec- 

























W. PERCY ARNOLD 
President and Gonerce! Man- 
ager M. N., Arnold Shoe Co. 


ond salesman to reach 100 per cent 


- quota, won by F. G. Deitsch of West - 


Virginia; prize for largest percentage 
over quota, won by B. L. Wales of 
Abington; prize for largest number of 
new accounts, won by L. T. Eastham, 
Texas; prize for contest, largest gain 
in sales, won by H. L. Githens, Penn- 
sylvania. 

Sterling silver belt buckles suitably 
engraved were awarded to nine sales- 
men, all of whom reached the 100 
per cent quota, as follows: C. A. Gil- 
day, B. L. Wales, F. G. Deitsch, W. W. 
Arnold, W. J. Lovejoy, F. Wallace, 
H. L. Githens, A. V. Rooney, W. M. 
Walker. 

Gold knives inscribed “Class A” 
were also awarded to the foremen for 
their efficient co-operation during the 
season as follows: E. Crane, J. 
Clements, Thomas Arnold, B. A. 
Dyer, V. E. Rochefort, F. C. Wheeler, 
J. Clapp, A. L. Everson, E. W. Arnold, 
S. W. Blanchard. 


Douglas Salesmen Meet 


A meeting of the W. L. Douglas 
Shoe Co.’s salesmen was recently held. 
Those present were: L. P. Beal, D. 
R. Carr, J. H. Butts, T. G. C. Edge, 
H. M. Dearborn, Charles R. Fowler, 
Henry R. Fowler, T. W. Gilbert, W. 
F. Harding, Charles Heimbrodt, E. 
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NO. Pere OXFORD 


Bro side leather cad all stra a erforated e 
let ys and quarter aaa P og 4 Len cole 10-8 
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military heel w ith Goodye ar Wingfoo ¢ Rubber heel—fair etitched. 
(Telegraph c ode word_—COED.) 

IN STOCK—A, 4.8; B, 314-8; C, 3-8; D, 3-8. 
Es: ss cheek auch vou coentenmatcciee $3.40 


te ck Glazed Kid Oxford, same as above—fudged edge 
—8-iron single sole. since ph c ide wo ord--CAMPUS.) IN 


STOCK, a be ove. 
I SE os es gs as piled ance ceuacaigece: 0 Loca Ee $3.40 


You recognize all the qualities of fit, style and workmanship in 


SHUKRAFT Quality Footwear that make for easy s salabiiy 
Next to meritable merchandise thé dda a alues hold an irrests- 


tible appeal. 
New In Stock Catalog Nox v Ready 
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G. Hinckley, A. H. Hoffman, Frank 
A. Keene, E. W. Timson, F. P. Al- 
varez, H. O. Winslow, M. J. Kelley, 
T. L. Kendall, C. H. Kirkendall, E. 
H. Lambert, E. C. Lease, M. A. Lease, 
F. T. Kegley, Jr., R. R. Myers, H. L. 
Robbins, W. Kurtz Rowalt, E. H. 
Smith, E. W. Smith, W. E. Timson, 
E. A. Young, Butler Hehl. 


Oberdorfer Sells Hannah Shoes 


M. C. Oberdorfer, who for many 
years traveled for: the Nathan D. 
Dodge Shoe Co., and who is well 
known throughout his old territory of 
Ohio, Indiana, Illinois, Michigan, Wis- 
consin, northern Kentucky and the 
city of St. Louis, will leave Chicago 
about Oct. 1 with the W. D. Hannah 
Shoe Co.’s line. The W. D. Hannah 
Shoe Co. has factories at Newbury- 
port, New York City and Dobbs 
Ferry, and a distributing house at 
131 Duane Street, and Mr. Oberdorfer 
will continue to have an office at 
Room 609, Security Building, 189 
West Madison Street, Chicago. He 
will travel his old territory with 
other large cities in the Middle West. 


Moyers in the South 


E. E. Moyers, Macon, Ga., has ac- 
cepted a position with the Thomas G. 
Plant Co., with territory in the South. 
Mr. Moyers is well known to the shoe 
trade in his territory, where he has 
traveled for the last fifteen or twenty 
years. 


CINCINNATI MEN OUT 


The following men are covering the 
territory mentioned opposite their 
names for the Sachs Shoe Mfg. Co.: 
Ben. D. Sachs, Cincinnati office, 802 
Sycamore Street. Morris Sichel, cov- 
ers Colorado, Utah, California, Ore- 
gon and Washington. Messrs. Good- 
man and Wolpe, Chicago office, 200 
Lees Building, 19 South Wells Street, 
includes the territory of Wisconsin, 
Minnesota and north Illinois. Louis 
Jacobs, New York office, 127 Duane 
Street, includes the territory of New 
York, astern Pennsylvania, Maryland, 
Washington, D. C., and.;.Virginia. 
Messrs. Nobil, 586 Arcade Building, 
Eighth and Olive streets, St. Louis, 
includes the territory of Missouri and 
southern Illinois. David B. Sachs, 
covers West Virginia and western 
Pennsylvania. Frank Albers, covers’ 


Ohio. C. A. Meek, covers Michigan,’ 


Iowa and northern Indiana. C. A. 
More, covers Kansas, Oklahoma and& 
Texas. Joe Oppenheimer, covers 
Tennessee, Kentucky and southern 
Indiana. . 


Selling Holters Shoes 


George Aftel, Georgia, Alabama, 
Tennessee, part of Kentucky. L. O. 
Cobler, southern Texas. Ben C. Da- 
vis, portions of Iowa and Illinois and 
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cities of Indianapolis, Chicago and 
Cincinnati. Carl L. Davis, Washing- 
ton, Oregon, Idaho, Utah and Mon- 
tana. James Donohoe, portions of 
Indiana and Illinois and city of Chi- 
eago. Joseph J. Flanagan, Califor- 
nia, Colorado, New Mexico, Arizona 
and Wyoming. A. R. Goodwin, Ar- 
kansas, Mississippi and Louisiana. 
James Goodwin, portions of Arkan- 
sas, Mississippi, Louisiana and Ten- 
nessee. H. J. Hehman, Georgia, Flor- 
ida and South Carolina. C. S. Hop- 
kins, Illinois and Iowa. Jay Jaffe, 
Michigan, city of Cleveland and por- 
tion of Wisconsin. B. S. McDonald, 
portions of Ohio and Kentucky. M. 
E. McNaught, North Carolina, Vir- 
ginia and West Virginia. G. T. Mil- 
wee, northern Texas and Oklahoma. 
L. J. Niehoff, Minnesota, Wisconsin 
and South Dakota. E. F. Roberts, 
portions of Ohio and New York. Ar- 
thur R. Renner, portions of Indiana, 
Illinois and Kentucky. J. A. Ryan, 
New England. G. S. Sanders, North 
Dakota, Minnesota and Wisconsin and 
part of Michigan. Phil Sheridan, 
Ohio and southern Michigan. John 
A. Stork, Nebraska and portions of 
Missouri and Kansas. A. C. Thomas, 
Missouri and Kansas. John F. Two- 
hig, Pennsylvania, Maryland, Dela- 
ware and Washington, D. C. John 
F. Twohig, Jr., Pennsylvania, New 
Jersey. Harold Twohig, Pennsylva- 


nia, Maryland, Delaware and part of * 


West Virginia. A. L. Willey, Indiana 
and part of Kentucky. 


Left Sept. 6 


The following salesmen of Dutten- 
hofer-Stevens Co. have been in their 
territories since Sept. 6. The list of 
men and States covered is as follows: 


A. L. Alexander, Wisconsin, Min- 
nesota, Iowa and Nebraska. G. J. 
Sennhauser, Indiana, Illinois. J. H. 
Price, Ohio. O. W. Price, Michigan, 
Pennsylvania. F. L. Sanford, Col- 
orado, Idaho, North Dakota, South 
Dakota, Wyoming. R. E. Olive, Mis- 
souri, Kansas, Oklahoma. O. F. 
Price, North Carolina, South Caro- 
lina and Georgia. Roy C. Long, Ar- 
kansas, Kentucky and western Ten- 
nessee. . E. J. McLaughlin, Chicago. 


-O. B, Becker, Texas, Louisiana and 


part of Oklahoma. Harry L. Biddle, 
Virginia, West Virginia, Maryland, 
Delaware, Washington, D. C. L. D. 
Campbell, Alabama, Mississippi, Ten-, 
nessee and Florida. 


Williston With “Camco” 


J. W. Williston, long associated 
with the rubber trade, and until re- 
cently manager of the clothing de- 
partment of the U. S. Rubber Co.’s 
Chicago office, has become repre- 
sentative of the Cambridge Rubber Co. 
of Cambridge, Mass. He will cover 
unrestricted territory with their 
“Camco” line of canvas specialty 
shoes and rubbers. 








How Can 
Trade Be 


Regained? 


Why should people 
hesitate to buy? Are 
they doubtful of 
prices or suspicious 
of quality? 


We venture to suggest 
a plan that will restore 
confidence and regain 
trade: 


Price your shoes 
fairly and emphasize 


Quality. 


The surest method of 
winning the faith of 
the doubting public 
is to show them the 
“Rock Oak” stamp 
on the bottom of a 
shoe. 


The “Rock Oak” 
stamp assures the 
buyer that he is get- 
ting his money’s 
worth and price ceases 
to bother him. 


Write to any of our sales 
offices about “Rock Oak.” 
We will co-operate with 
yous 


The AMERICAN 
OAK LEATHER 
COMPANY 


Cincinnati 
Chicago 
St. Louis 


Boston 
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ARE YOU PREPARED 


To Put School Shoes on to Feet? 


4. 


McKAYS ALL MADE FULL VAMP 
STITCHDOWNS—GOODYEAR SEWED 


Low cut lines for spring are ready. 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


Hagerstown, Maryland, U. S. A. 
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Please 
Don’t 
Delay 
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| SUEDE AND NAPPY LEATHER FOOTWEAR 
| PUT UP Im AL > as 


. cai wy Scans 2 


Griffin Suede Powder 


In the pad bottom tin. Cleans 
and restores color and surface in- 
stantly. The pad is absolutely 
effective. In white, 
field mouse, gray 


chamois, 
fawn, fawn, 
champagne, ivory, light, medium, 
dark and gray castor, light olive, 
seal and nigger brown, light, 
medium and dark gray, black. 
$20.20 Gross, $1.85 Doz. 


GRIFFIN MANUFACTURING ‘CO., Inc. 


Griffin Rapid Black Dye 
For converting shop-worn Tan 
Shoes into a Lasting Black. No 


odor—No Poisonous Oil of Myr- 
$18,00 


bane. Small size 2 o2z., ’ 
gross; $1.55 dozen. Large size 
3 oz., $22.00 gross; $1.90 dozen. 
Guacte, $1,15 each; gallons $3.90 
each, 


Griffin Lotion Cream 


In white, black, light tan, Havana 
brown, dark brown, light gray 
and dark gray. Cleans, softens 
and polishes all kid leather. Con- 
tains no injurious acids. It is 
to the leather what cold cream 18 
to the skin. 3 oz, size, $21.60 
gross; $2.00 dozen. 








FOUR LEADERS IN A LINE OF SHOE 
DRESSINGS THAT HAS NO PEER 








GRIFFIN 


gypReME WAL >, 











Griffin “Supreme Quality” 
Self-Polishing Dressing 
For ladies’ and children’s shoes 
—Softens and preserves the lea- 

ther. 


Per Gross, $25.50 
Per Dozen, 2.25 


There are no better or better known dressings for all shoes than Griffin. ° 


67-69 MURRAY STREET 





NEW YORK, U. S. A. 
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LA-F TRANCE. 


CURE 


The Perfected Curative Shoes For Women 


La France ‘““REST CURE” shoes are an established success with most 


E have been making 

them iin _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La France Flexible Welts 


are too well known to re- 
quire extended description 
here. In. REST CURE 
Shoes we corfbine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 








Carried in Stock 
Boots and Oxfords 


Finest 
Black or Brown Kid 
AA to D Widths 
Choice of Two Lasts 
as illustrated below 


Further Information on Request 








position most comfortable 
to the wearer. 

No shoe we know of com- 
bines all these important 
features. 

In_ selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 
Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 


183 Essex St., Boston 





La France REST 7 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 











(__ Brown or Black age 
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TONEY RED 
CALF 


B, C, D: 3 to 8 
Scotch Grain 
Plug Inlay 


TONEY RED 
SPECIAL 
CALF 


B, C, D: 6 to 10 
Rubber Heels . 


NO COAXING © 


if you sell shoes like these. Over 100 other a s and women’s 
_- medels now on hand to help make sales easy. They go quickly be- 
¢ause good shoes at fair prices are in demand. 


SAMPLES OR CATALOG ON REQUEST. 
WRITE TO 196 CHURCH ST., N.Y. 


SEND ALL ORDERS AND 
MAIL TO NEW YORK OFFICE 
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MEN’S LEATHER HOUSE SLIPPERS 


NOW IN-STOCK 


See Catalog No. 17 
Listing Thirty Lines 
. Price Range $2.50 to $3.75 
| » 


No. 321—Tan Cab Opera English Toe. No, 331—Tan Cab Everett English Toe. 
Kid Lined. Quilted Sock. Kid Lined. Quilted Sock. 
Sizes 6-11 FF. $2.75 Sizes 6-11 FF, $2.75 
No. 320—Tan Cab Opera French Toe. No. 330—Tan Cab Everett French Toe. 


No. 348—Tan Cab Brighton. 
Kid Quarter and Sock. 
Sizes 6-11 FF. $2.50 


? 
Boston Office L. B. Evans’ Son Company New York Office 
110 Summer Street “The Slipper House” WAKEFIELD, MASS. Bush Terminal Bldg. 








APPELBEE & NEUMAN, Ine. 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes. 
PEARL — IVORY — AGATE, Ete. 


“THE BUTTON IN THE RED LINE BOX” 








‘ 





CHE ){ ARGINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District—Adjacent to Theatre Section 


Entrance from Hotel to New York Subway and The Restaurants offer a truly McAlpin Service 
Hudson Tubes affording direct communication __,,i:} Club Breakfasts, Special Luncheons and 


: _. pp Bas gone Ar gs Bary Fa 4 Coe il Se. Dinners, also a Ja Carte Service. All at moderate 


Stations at Jersey City. prices. 


PLEASANT ROOMS = 690 Rooms FRANK, 5 JAC: 
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Rubber Heels 


1S Combining a Circular Vamp and Full 


h Quarter Medium Shade Russia Calf, 
3¢€ rl OyS with Full’ Wing Tip and Heel Foxing 
of Médium Dark Shade of Russia, Per- 
forated Vamp and Lace Stay, Brass 
Eyelets, Natural Finished Edge and 
Heel with One-half ‘‘Spring-Step” 
FT seg customer sticks to a good shoe. Rbier Black 
The Ensign shoe makes good cus- . 
tomers by its ability to prove its worth The Ensign Shoe Co. 
to both the boy wearer and the parent : 
buyer. Belfast, Maine 
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The Latest Styles 


REQUIRE 








“The Fabric Tip—that 
can’t come off” 


OU’LL find the Nu- 
fashond Fabric Tipped 
Shoe Lacers a profitable line. 


Made flat, tubular and cord 
in all colors and in sizes to fit 
all shoes. 


“MARK 





be various adaptations are found in 
the best accepted vogue, both in 
France and America. 


Excellent selling helps and 
display cards furnished. 


We supply widths for all styles. 


EVERLASTIK, Inc. 


52 Chauncy St., Boston 
395 Broadway, New York 


— 


Ah your joer for Shoe Lacers 


samp and prices. 
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Ladies’ Sootwear FOR FALL 


Each Lax & Abowitz model exem- 
plifies the spirit of Fall at its high- 
est. The exclusiveness and origi- 
nality in design will make a strong 
appeal to women who demand the 
best. 


The fact that Lax & Abowitz Foot- 
wear is both Bench Made and 
Brooklyn Made offers an assurance 
of ready salability. 
“The Juva”’ 

In order. to receive prompt atten- 
tion, your needs for Fall should be 
communicated to us at once. 


“Lax eAbowitz 17 Smith St, Brooklyn, N. Y. 


: 5112 
Phones—Triangle pee 





Ladies’ Fancy Ball Strap Oxfords 


-Cfegan 


STOCK No. 414 


IN STOCK 
PRICE $5.75 


Barnet’s 33 light shade of Tan 
—— Calf. Widths AAA 
to V. 











WHITMAN & KEITH COMPANY 


DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE SHOES 
Brockton (Campello. Station), Mass. 


pPTES 
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ATENT 


Order some in your shoes, and 
you will never buy any other. 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Il. 
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“RITE-EASY” 


si Falland WinterStyles 


The most flexible and comfortable 
shoes made for men. 


Stock No. 41—Havana Brown Kid 
Blucher with the Goodyear Wingfoot 
Rubber Heel. Derby Last. 

Stock No. 112—Black Kid “Doc” 
Last. With Goodyear Wingfoot Rub- 
ber Heel. 


» 








“Civilian”? Shoes—high in quality and moderate in 
IN price—are the shoes you'll need. for quick turnovers. IN 


ST OCK The customer will repeat on them. STOCK 
Send for Catalogue 


CIVILIAN SHOE CO. WARD HILL, ‘MASS. 
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Why Worry with Old Style Shoe Fillers 


that are difficult to put in and take out. Our new patented “AUTOMAT” 
SHOE FORM for women’s shoes can be put in and taken out in a jiffy. 
STRICTLY SELF ADJUSTING, making it possible for one form to fit all 
sizes display shoes, 314 to 5, A, B and C widths—any style last—high or 
low heel. Made of fine bass wood—black, natural and mahogany finish. 
Nickel plated fixture. For pumps and slippers—medium and long vamp, 
order Model 6, and for short vamp, Model 7. Model 8 for boots and ox- 
fords. Price $2.00 the pair. Terms 5% Io days. If your jobber cannot 
supply you, order direct. 


{> 
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“Ajusto” Boot Top 
Form for forming up the 
tops of boots. 


Illustration shows 
*Ajusto” form, before 
boot is laced. Price 


$3.00 the dozen. 


U. S. SPECIALTY MFG. CO. 


29 Newberne St., West Somerville, Mass. 











Know the periee Line BUY OR RENT 


Shoe Polishes, Dressings and Finishes AN 


is . vai line for retailers. ELLI Orr 


Feature Boston White Kid Dress- 
ing, Nubuck Powder (in bags), 
White Canvas Cream and Canvas 
Dressing, White Heel and Edge 


ray | Stain, Kid and Cloth Cleaner, Uni- 
oston) Pare desea BUTTON ATTACHING 


POE TON | Boston Dye and Polish. 


BTR Atk oer jobber. ie METALLIC FASTENER 
Boston 


Liquid. Friction Polish MACHINE 
Is\Now Seasonable 


Put up in the following colors: 
Dark_Brown, Light Brown, Black 
Py tt EP 
or the fin e of colore 

and calf leather and _ glazed STANDARD OF THE WORLD 
leathers. These liquids clean and 
polish and do not need a paste 
polish over them. 


PRICE: Dozen - - - $ 2:00 ’ , 
a's: < < oe Thirty-two Years’ Continuous Service 


BOSTON BLACKING CO. Consult Any Shoe Findings’ Jobber. 
EAST CAMBRIDGE, MASS., U. S. A. 









































Buyers’ Easy Reference Directory 





A WANNALANCIT MOCCASIN 


Attractive, long-wear- 

ing slipper for home 

comfort. Made of 

buck, deer or elk. Sizes 
for men, 
women, chil- 
dren and in- 
fants. Plain 
or Fancy. 


Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalégs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 











Leach Shoes 


FOR JOBBERS ONLY: 


Infants’ Turns in High Cut Lace and 
Button with White and Grey Tops, and 
all Black and Havana Brown Kid in both 
Regular and High Cuts. 

2 to 5 and 5 to 8 


Write or wire to factory 


E. F. LEACH 


Manufacturer 


184 MARKET STREET LYNN, MASS. 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 


Well-known 


Developer is unexcelled. 
surgeons recommend its use. 
Make your stock of 
children’s shoes 
complete by sending 
today. 


for immediate action, 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 


VENTILATION® 
PATENTED 


Retails, $2, $3.50 
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Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf— 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





Terre eS 








32767-10—Paim Plant, natural pre- 


pared, everlasting. 


Inches 
High Leaves Pot Pot 

4 $1.10 
5 1.25 ° 
82767-7 42 7 2.50 2.00 
82767-10 48 10 8.00 2.50 


My ILLUSTRATED CATALOGUD 


No. 82, containing Decorative Flow- 
ers, Plants, Vines, Garlands, Hang- 
ing Baskets, etc., will be mailed 
FRED FOR THE ASKING. 


FRANK NETSCHERT 
No. 61 Barclay St. New York, N. Y. 


Palm With Without 
$0.60 
75 





One sia 
% heel. 
IN 
STOCK 


Cab Boudoir 
15 


Kid Ballets— 
$1. 


Childs’ 8%-11..$1.25 
Misses’ 11%-2.. 1.30 
Girls’ 2%-7.... 1.35 


TR ncccese & 
Low Heel. 
Sock. 


ORDERS SHIPPED DAY RECEIVED 
Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 





Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 
St. Marys Mt. Jewett Burke Muskegon 





FOREIGN BUSINESS 


way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. , 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mase. 





Your overseas customer prefers to do business his 
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“THE FAMILY SHOE STORE” 


In a city of 100,000 persons there are family shoe 
stores and family shoe stores, but only one, “The 
Family Shoe Store.” 

It seems that one enterprising merchant has per- 
sistently advertised, the past five years, that he has 
“The Family Shoe Store.” People have come to 
speak of it as “The Family Shoe Store.” And as a 
consequence the store draws the best family trade. 

All of which shows how advertising makes a name 
for a store. 


WHAT SHOES WEAR OUT FASTEST? 


It may be a common notion that work shoes, such 
as are worn by workers on the farms, wear out 
fastest. 

Yet it is a fact, nevertheless, that the pace of the 
city is hard on shoes. Walking on pavements wears 
out sole leather faster than does walking on soft 
paths of the farm. And the active business man or 
woman takes many, many steps in a day. 

Cities are the largest consumers of shoes. The 
reason must be that city people wear out shoes the 
fastest. 


STYLES AND DIET 


The plump sob sister has informed us that since 
short skirts came into vogue, she has had to diet and 
reduce her weight for obvious reasons, or, at least, 
reasons made obvious by short skirts. 

Also, she confides that since she cut out candy and 
sweets she has saved money enough to go the limit on 
styles in shoes and stockings. 


FROM FISTS TO FITS 


Abe Attell, former featherweight boxing champion 
of the world, has opened a shoe store on Broadway, in 
New York. 

Plenty of punch in this business! 


FOR THE FUN OF IT 
Too True 
The Old Guy says: “Nowadays a fellow if he gets 
the ‘rocks’ has to pile ’em high to make much of a 
showing.” 
Findings 
Surely, a free people should have free hides. 
The “smile” under prohibition is more expensive 


but not so expansive. 
It is the fellows at the shine stand who have a way 


of making things look brighter. 


Add Unsolved Mysteries 


What became of the audience when the speaker took 
the floor? 


. Pessimism vs.. Optimism 
The Customer (gloomily).—“Fifteen dollars for a 
pair of shoes! What are we coming to?” 
The Dealer (affably).—“Coming to get other pairs 
of good shoes, in due time, let us hope.” 
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POPULAR SONGS (Jiuséeated ) 
"AINT WE GOT FUN” - 
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STYLES KEEP STEP WITH MUSIC 


; Al. Oldaker of Jacobs & Thatcher Co., Brooklyn, was 
inspired to carry on the theme of music influencing 
style by a combination of verse and illustration. 


A. Nutt’s Soliloquy 
“Sitting in the shade of the ‘whispering pines’ I 
seem to hear them whisper: ‘Why not a line of shoes 
made of “willow” calf, with oak or hemlock soles, upon 
a pop’lar last, and intended to be worn only with spruce 
attire.’ ” 
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If “tthe shoe pinches my toe”’ 


The Peerless 
Shoe Lengthener 





will take the 
pinch out of 
it. The Peer- 
less fills a real 
need in a shoe 
store. 

When com- 
plaint is made 
that “the shoe 
pinches my 
toe,” it is more often that the shoe is too 
short rather than too narrow. 


The ordinary stretcher will not remedy this 
trouble—The Peerless Shoe Lengthener will. 


The Peerless is easily handled—it works 
quickly—the ratchet can be released without 
reaching inside the shoe. 


. $4.50 
Progressive Shoe Machinery Co. 


Minneapolis, Minn. 


Price, with 3 toe pieces... . 


A REAL 
INDIAN BOUDOIR 
MOCCASIN 


Attractive, Durable 
Comfortable. 

Made in Smoked, Pearl or 
Chocolate. 

Elk Attractively Lined 

with Furette Trim- 

ming and Ribbon De- 





and 






No. 554 


sign on Tip. An Ideal The Hiawatha 
Slipper = zeae Xmas Price $2.50 
rade. 


Write for Particulars on Our ou fins of Moccasins for the Whole 
amily. 


THE FELIX MOCCASIN COMPANY 


“INDIAN MOCCASIN MAKERS” 


MARLEBORO MASS. 
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SORRY, BUT WE’RE 
SOLD OUT ! 


Before you realize it you are ordering more of the 
styles displayed on the SUCCESS DISPLAY RACK. 
Their capacity for saving your time, your space and 
selling your shoes is phenomenal. 


They display — A - sides. Occupy but six square 


4 


feet of space. sizes accommodated on a single 
rack. Replace 7 of display shelving or a table 
4’ x 8 dimension 


Finished in Mission Green, Oak or Mahogany Stains 
and in French Grey, White or Ivory Enamels. Costs 
‘ar lees, displays and SELLS far more than any other 
display fixture. 


i: 
>. 


' $7.75 cash with order. Crated weight 26 pounds. 


$90.00 per doz. Crated for freight, 320 lbs. Le 
Efficien: Salecmen pay for themselves in a 


SUCCESS SEED , og COMPANY, 
ne. 


| 
| 
| 
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Paent Appa ru 


Spokane, Washington Dept. B. 

















Moccasin slipper 


durable. 
Soles. 


OPPOSITE DEPOT 





IN STOCK 
BOWS MOCCASINS 


“Bows Made, Best Made” 
MPN’S IDBAL SLIPPER 
The style illustrated in 
choice of Tan or Choco- 
late is the most popular 
used, 
made from the finest Elk 
Leather, soft, strong and 
Flexible Leather 
Full Back Stayed 






— mm. T., = 

n ather. exible Bows Moccasins are made in Outdoor 
Leather Sole. 8518 Choc- and Indoor Styles to fit ‘Baby to 
olate Elk Skin Leather. Granddaddy.”’ Retail from $2.50 to 
Flexible . Leather Soles. $4.50. Send for catalogue of our 
Both carried in stock. full line. 


AVON, MASS. 


(BROCKTON DISTRICT) 


BOWS MOCCASIN CO. 














For Fast Clearance 


Women’s Felt Juliets, Mo- 
hair, Plush Trimmed, Flexi- 
ble Leather Sole and Heel. 
Packed 36 pairs to the case, 
in half sizes, from 3 to 8, in 
the following assortment of 
colors: 

8 pair Lavender 

8 pair Nile Green 

10 pair Baby Blue 

6 pair Orchid 

4 pair Oxford 

Price $1.10 per 
pair. Terms Net 
10 days, F.O.B. 
Brooklyn. Send 
for Samples of 
aaa Specials 
in Men’s and 
Ladies’ Slippers. 


Brooklyn Slipper Co., 409 Osborne St., Brooklyn. N.Y. 
































Groping in 


the Dark 


Time was when the purchase of advertising space was a “blind groping in the 


dark.” 


and often these figures were unreliable. 


Advertisers had no means of checking a publisher’ s statement of circulation 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 


just the data an advertiser needs. 


The darkness is dispelled and the bright light of veri- 


fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 
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PATENT KID OXFORD 
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End Box, Flexible 
Flatheel, ant Sipe 


Goodyear Welt. ¥ ° | for Day or Evening. 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES erie 
15 NO.FOURTH STREET + -: PHILADELPHIA 





































VERY POPULAR FOR 
STREET WEAR 





SOLO ELT EL a. Ee 
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USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation . . 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. . . 








A Good Trade Builder 


For Your Juvenile Department 2) 
At Your Service 


From Our Stock Department 


Send for Catalogue. ° 
ma : Perfection 


. FOX BUTTON. WHITE CALF TOP. Surface 


WHEELED EDGE. NO TIP. 


No. 206—2 to 5 
4 to 8 
8% to Il 


THE DONALD SHOE CO. 


239-241 N. Sixth 


THE ADVANTAGES OF 


C irclettes 


® 


With the Sharp Shoulder and Broad Wearing 





They don’t scratch floors They do protect 

. a« They don’t wear slippery They do stop uneven wear 
C.D.E Revary They don’t drop out They do prevent runover heel 
“ = PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


Street Philadelphia F, W. Whitcher e ee 
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“The King of Jobs” 
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More Work Shoes. 


A new lot just purchased for 
cash so that we can price them at 


Men’s Tan Veal Work /. $ .60 


Shoes—2 Full Soles, Un- 
lined, Extra Inside Coun- 
ter Pocket, Bellows a 
Tongue, Heavy Grain Per Pair 
Leather, Inner Soles, 
Triple Stitched Uppers, . Y Sizes 7-11 
Outside Back Stay, Mun- Sold 24 Pair, Case Lots 
son Last, Hard Box. , Only. 


Women’s Genuine Goodyear Welt Boots 


Ladies’ Black Vici, 814”, Lace, i 
Imitation Tip, Military Heel, « at 
Outside Back Stay. 14-8 Mili- 


tary Heel. @ 
— $4.40 
Sold Only in 3 Case Lots, One Case f 


Each Width to Lot 


B Width, Sizes 3 to 614, 4 to 8 oon ‘ 
C Width, Sizes 3 to 7, 3 to 8, 4 to 8 “saue Per Pair 
D Width, Sizes 3 to 7, 314 to 7 


F.O.B. BOSTON , TERMS NET 30 DAYS 


o. k Roceaiwee & Son 


144 ESSEX STREET BOSTON, MASS. 


(BETTER WIRE YOUR ORDERS) 5 
i 
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FAILURES 


Haverhill, Mass.—Blackburn & Haseltine, 
women’s shoe - manufacturers, re- 
ported assigned August 29 to Arthur 
H. Wentworth, a local cut sole manu- 

_ facturer. 

Brockton, Mass.—Berger Bros., top lifts, 
reported first meeting of creditors 
called for Sept. 10, last. 

Burke & Peters Shoe Co., wholesale 
shoes, reported meeting of creditors 
held and offer of 27% per cent was 
made to creditors, which was ac- 
cepted; 15 per cent is to be paid in 
cash and 12% per cent in notes of 
three months, indorsed by a reliable 
company. 

Salem, Mass.—Essex Shoe Co., shoe man- 
ufacturers, reported petitioned into 
bankruptcy by four creditors—claims 
aggregating about $1,000. 

Westfield, Mass.—Samuel Rossoff, shoes, 
etc., reported petitioned into bank- 
ruptcy , nese with claims aggre- 
gating about $50 

Hunteville, Ala.—J. <4 Rice & Son, shoes, 
ete., reported petitioned into bank- 
ruptcy. 

Hartford, Conn.—Hartford Shoe Market. 
wholesale and retail shoes, reported 
petitioned into bankruptcy. 

Flint, Mich.—H. Blidstein, shoes, etc., 
reported in bankruptcy. 

Chicago, Ill.—Harry Trabick, shoes, etc., 
reported petitioned into bankruptcy. 

Pontiac, Mich.—Alfred Erickson (The 
Bootery), shoes, reported first meeting 
of creditors was called for Sept. 6 

Newark, N. J.—United Shoe Stores, Inc., 
shoes, reported petitioned into bank- 
ruptcy. 

Niles, Ohio—Niles Shoe Co., shoes, etc., 
reported assigned to W. W. Giffen and 
W. F. McQueen. An inventory has 
been taken and the total appraisement 
of assets is $5,537,70. 

Oilton, Okla.—Stern & Beilstern, shoes, 
reported petitioned into bankruptcy. 

Madill, Okla. — Vittitoe-Rabon-Cochran 
Dry Goods Co.. shoes, etc., reported 

petitioned into bankruptcy. 

DuBois, Pa.—The Hogan Store Co., shoes, 
etc., reported involuntary petition by 
attorney representing three creditors 
with claims aggregating $853. 

Erie, Pa.—J. Rosenfield (Jack’s Stag 
Shoe Store), shoes, reported petitioned 
into bankruptcy. 

Mount Pleasant, “"Pa.—Sam Weinberg, 
shoes, etc., reported petitioned into 
bankruptcy. . 

Pittsburgh, Pa.—Brown, Jack Co., shoes, 
reported Carl R. Brown and Charles 
A. Jack, trading under the above 
style. filed a voluntary petition, list- 
ing liabilities of $3,771 and no assets. 

Charles A. Jack, shoes, reported 
filed a voluntary petition listing lia- 
bilities of $23,885 of which $21.058 are 
unsecured, and assets of $9,822. 

Philadelphia, Pa.—Becker & Co., women’s 
shoes, reported at a meeting of cred- 
itors the following statement was 
submitted: Assets—Accounts receiv- 
able, $300.86; furniture ae fixtures, 
$4,711.47; inventory. $10,763.55; loss 
gareee™ fire. $16,849.15; total, $32,- 

4.53. Ldabilities—Accounts payable, 
$17, 224.53; Third National Bank, a. 
000; the Becker Co., $2.400: Isaac 
Becker, $3,000: total, $32. 624.53. While 
they figured the total fire Inss was 
about $19,000, they had made an ad- 
justment with the insurance compa- 
nies, receiving a total of $8,700. out of 
which they paid to the fire adjusters 
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thnsibe in Business 


Current Events in Failures, Suspensions and Activities 


in the Shoe and Leather Trade 


$500, leaving them $8,200 net, all of 
which money has since been paid out 
to creditors. The only explanation 
that could be given of the very small 
settlement of their fire damage was 
that the insurance companies figure 
that, through the slump in the price 
of shoes, the replacement value of 
these shoes was not more than the 
amount paid. It is also stated that 
since the fire Jacob A. Silverstein, 
president of the company, has sold 
his stock interest in the company to 
William C. DeBrunner for a nominal 
sum. An offer of settlement of 25 per 
cent cash and an additional 25 per 
cent on a deferred payment plan was 
submitted, but no action was taken at 
the meeting, which was represented 
by about 50 per cent of the amount of 
claims listed against the company. A 
creditors’ committee was appointed to 
investigate and report with a recom- 
mendation at an early date. J. Liv- 
ingston Hill, Shoe & Leather Mercan- 
tile Agency, Philadelphia, chairman; 
. Chandler, of W. T. Holmes 
.; George Laing, Laing, Har- 
& Chamberlain; W. H. Creamer, 
Jr. Third National Bank, and T. 
Ewing Montgomery, Attorney. 

Max Finkelstein, Quaker Shoe Com- 
pany, shoes, etc., reported involuntary 
petition against the above by attor- 
neys representing three creditors with 
claims aggregating $4,647. 

Jacob Grossman, shoes, reported 
receiver appointed. 

David Rubin (Popular Leather Co.), 
leather, etc., reported petitioned into 
bankruptcy. 

Lancaster, S. C.—Rodman Walkup Co., 
shoes, etc., reported assigned. 

Memphis, Tenn.—Carruthers Shoe Co., 
wholesale shoes, reported petition in 
bankruptcy filed by creditors. Assets 
about $103,000; liabilities. $130,000; 
creditors are mostly factories in North 
and East. 

Charleston, S. 
shoes. etc., 
bankruptcy. 

Hico. Texas—William Reeves Co., shoes, 
ete.. reported petitioned into bank- 
ruptcy. 

Fort Worth, Texas—Sam Mandel, shoes, 
ete.. reported petitioned into bank- 
ruptcy. $ 

Racine, Wis.—Louis Johnson, shoes, re- 
ported petitioned into bankruptcy. 

Monarch Shoe Co., Inc., shoe manu- 
facturers, reported assigned. 


BUSINESS CHANGES 
Mass.—Cohen-Sulkis Shoe Co., 


C.—Miller Bargain House, 
reported petitioned into 


Boston, 
Ina, wholesale shoes, 
with authorized capital of $50,000. 

M. Johnson. wholesale shoes, incor- 
porated with authorized capital of 
$25.000. 

Haverhill. Mass.—Haverhill Baby Shoe 
Co. (40 Orchard Street). infants’ shoe 
manufacturers, recently commenced 
business. 

Barry & Rolley. soles and leather, 
dissolved partnership. 

Milford, Mass.—S. Smith, shoes and re- 
pairing, succeeded by Artem Ranchum. 

Brockton, Mass.—-E. L. Gowdy Co., box 
toe manufacturers. capital stock in- 
creased by $100,000. 

Fall River, Mass.~—Model Shoe Store 
(Harry Glickman, Proprietor) shoes. 
sold out to Boston Shoe Co. 

Lynn, Mass.—Alexander & Kleinick, cut 
soles, recently 
Anderson-Owens Shoe Co., shoe man- 
— Ole Anderson, treasurer, 
retires. 





incorvorated- 
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Swampscott, Mass.—Furbish. Shoe Co., 
shoe manufacturers, incorporated with 
authorized capital of $3,000. 

Sonora, Arizona—Sonora Mercantile Co., 
shoes, etc., reported sold out to Ed- 
ward Legendre. 

Denver, Colo.—Globe Shoe and Repairing 
Co., shoes, etc., dissolved partnership 
succeeded by H. Vexland. 


Essex, Conn.—G. L. Burrows a. * aa 
etc., succeeded by E. M. 


Bridgeport, Conn.—The Senate sat Co., 
shoes, incorporated with authorized 
capital of $50,000. 

Palmetto, Fla.—Asa Lamb, shoes, etc., 
sueceeded by Palmetto Shoe and 
Clothing Co. 

Palmetto Shoe and Clothing Co., 
shoes, etc., incorporated with autho- 
rized capital of $30,000. 

Chicago, Ill.—Morris Kornberg, (5928 S. 

Halsted Street, shoes, etc., reported 
sold out to M. Ratner. 

Harvard, IJl.—Charles Born, shoes, re- 
ported sold out to George Genna. 
Rockford, Ill—George Genna, shoes, etc., 

removed to Harvard, Il. 

Lawrence, Kans.—Robert E. House, shoes, 
etc., succeeded by George Houk. 
Escanaba, Mich. —Kratzenstein Bros., 
shoes, etc., succeeded by Boston Store 

Co., Inc. 

Elk River, Minn.—Sam Lerner, shoes, 
o., succeeded by Sam Lerner Co., 
ne. 

Hillsboro, N. H.—John B. Tasker, shoes, 
etc., succeeded by Ellis Bros. Co. 


Seabrook, N. H.—Seabrook Shoe Co., 
women’s shoe manufacturers, recently 
commenced business here. 

Jersey City, N. J.—Kiddie Klub, Inc., 
shoes, etc., incorporated with author- 
ized capital of $10,000. 

Brooklyn, N. Y.—Leonard Baer, shoes, 
out of business. 

Flushing, N. Y.—Hyman. Lichstral, shoes, 
will discontinue. 


New York City—B. S. Kamm & Co., 
Shoes, etc., incorporated with autho- 
rized capital. 

Boulevard Shoe Co., shoes, dissolved 
partnership. 

‘William Keeler’s Shoe Co., Inc., 
shoe manufacturers, etc., incorporated 
with authorized capital of $60,000. 

on & Klausner, Inc., shoe 
repairer, incorporated with capital of 


Yalden A. Lincoln Co., shoes, etc., 
incorporated with authorized capital 
of $25,000. 


Bonita Shoe Co., shoe manufactur- 
ers, incorporated with authorized cap- 
ital of $50.000. ‘ 

O. A. B. Shoe Co. ., shoes, capital in- 
creased from $50.000 to $100,000. 

Rochester, N. Y.—Babyville Shoe Co, shoe 
manufacturers, incorporated with au- 
thorized capital of $10,000. 

Cleveland, Ohio—David Newman, leather 
and findings, succeeded by Newman & 

e. 

Dayton, Ohio—Hutcheson Shoe Co., shoes, 
sold out to Jacobson Bros. 

Bristow, COS M. Wolf Mercantile Co., 
shoes, etc. H. Morris retires. 

Honesdale, Pa va et Josephson Co., 
shoes. incorporated with capital of 
$75,000. 

Cylon, Wis.—John McNamara, shoes, suc- 
ceeded by T. E. Riley. 
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MUST DIG AWAY THE HILL 
The July Foreign Trade Review, is- WANTED TO PURCHASE MISCELLANEOUS 
sued by the National Shawmut Bank 


of Boston, emphasizes the fact, too We buy quick and pay highest cash price 
often overlooked, that banks cannot a ae SHOE ST ORE 


create the exchange credits, so useful ntity no objec 
a feature of foreign trade — “trade Bor 80, zene our apectlty. CHAIRS 
balancing trade, must do that.” The BROOKLYN PURCHASING SYNDICATE SETTEES 


i : “Trade cannot freel FRANK WALKER, Proprietor 
article says y 610 Broadway, ‘Brooklyn 


climb a strong up-grade, and if we Steno Sines 205 
wish to secure its full volume, we 
must dig away the hill of unequal 


exchange.” 
_ this hill t t fer The NEW YORK EXPORT 
To level this hill we must transfe WINDOW DISPLAY FIXTURES 


money or credits to Europe otherwise PURCHASING CORPORATION 
than in payment for goods. Some- 16-517 Broadway, The OSCAR ONKEN Co. 


as ee ee New York City, N. ¥. 1154 4th St., CINCINNATI, OHIO 
i { fara Sellers \ FOR 






































transportation, insurance and other WILL 

services—but our chief opportunity is py ee Pv CASH 
through foreign investments. In the 
days when we were a debtor nation 
Europe sent capital here to finance 


our industries. This served to bal- DO YOU CONTEMPL ATE 


ance exchange and in the early days etten on anes oneal teeta . | . 
di a & 


of the war provided a fund of credit I will pay value for your entire or surplus 
for the Allies’ purchases. Now that sock of, shoes wt 

we have the credit we must, if we are a paving a short term to cms the 
to restore a measurable parity of ex- ' se " 
change, send it to Europe on the se- 413 sania ee. 9581 Canal Beautiful Glass Fixtures 
curity of Europe’s capital goods—her Our celebrated line shown in Catalog G. F. 
reliable industries; and for a year Large line of 


and a half we have had, in our Edge CA SH PA ID 


law, a Government provision for ad- 
vantageously effecting this by trans- for entire shoe stocks or surplus stocks of : Ask for Catalog ‘'L.” 
‘ ° ® shoes or other merchandise. Any quantity. Wind Val 
forming foreign mortgages into safe- Prompt attention given. : in ong ponese 
Cc t in oc. 


guarded debentures that should be HAS. BLACHER ‘ih: ton anion 

j i ” 166 Pulaski St., Brooklyn, N. Y. ‘si = : 
readily salable in our markets. Phone Williamsbure 3410” ‘ Write us about Window 
Rugs and Decorating 


Reference is made to the so-called Sk 
Ter Meulen plan for dealing with the me a 
present exchange situation. The ar- M boner =e? erg — 
ticle points out that while this plan C h B ; ie _ > Geen 

; CHI 
may prove a valuable adjunct to the a Ss uyer Ss NEW YORK Snow ROOM 
Edge law it should be borne in mind a 65-67 E. 12th St., bet. Broadway & 4th Ave. 
that our participation means not only Of general lines of footwear. Will handle 
Z ks of size. Business t 
that we are doing our duty, but are, ig aah, dit a ca Ideal — Sang Sy 
in addition, taking advantage of a LL” CC gitem Sustee, fete 
faction Guaranteed. 


profitable opportunity. to: 6 tee 
Write for Catalogue. 


MISCELLANEOUS CASH PA LD Furniters Mig. Co. 


Bldg. St. Louis, Mo, 





















































for shoe stores or surplus stocks of shoes or 


“FISHER” for other merchandise. Leases taken over. 
We will send a representative to investigate 
re ie and make offer upon request. penny et, Pahtont ona 
4S: p most convenien ting stoo 
Pat. Off. Kalter Cerf. Mercantile Co., Inc. on the market. 
HEEL and 591 Broadway New York City 
COUNTER ‘ Phone Spring 5160-5161-5162 
SUPPORT 


Without A Help to 
Weak Ankles 


Prevents the par, Boots Highest Cash Prices Paid 
“9 ee ae ° for entire shoe stocks. We also buy your 
Easily applied. No Repair De- surplus or slow sellers, Quantities no ob 
partment should be without them. ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or ene us. 
The New Improved Correspondence confidential. blished 

“E,W.” GLAUBERG & CO. 

4 >. 296 Church St., New Feet. N. Y. 


SHOE STRETCHER goods, tee weiane - -y—e Finished Golden Oak of 
ogany, 


will adjust counters or 
shoes hole sises 

















ATTENTION OF Carried in stock by all 7 
your 


x. “$2.00 each or wid Shoe Manufacturers and Jobers jobber cannot supply you, order 
h, We ase ‘cstietiie consignmen ne paneer direct from us. 
SHEE Settee | | AME PMEAT OMAN 
4 “ . oo eo " * ouis, M ‘o 
—Auctioneers— heariildiiations meni ued aieiomema ah 


O68 ae wa Milbradt Rolling Step Ladders. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 
For other “Want” advertisements, seven cents 
r word for aa ‘neeetwe. ee ee a. 
times un eading receiv up 

Ttimes 18times 26times 62 noon, on Friday of week preceding publication date. 

When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. When advertisers desire replies for- 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


“Recorder” rates for space less than one-eighth 
page per issue: 
Space i1time 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 
2 in... 10.00 8.00 7.00 6.00 5.00 
8 in... 15.00 12.00 10.50 9.00 7.60 
4 in... 20.00 16.00 14.00 12.00 10.00 


cents. 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


insertion. 


1.25. Ads 




















SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 











SALESMEN WANTED 


Manufacturer of strongest line of Men’s and Boys’ ALL LEATHER dress 
welts in EAST wants side line salesmen to cover Illinois, lowa, Nebraska, 
Missouri, Kansas, California and Nevada, Georgia and Florida, Virginia and 
Eastern North Carolina. Each of the above territories has some established 
business. Alse regular salesman for Indiana—well established business. 


Commission 6%—5% advanced on good orders. Commission on shipments 


paid monthly. 

ONLY HIGH GRADE MEN WITH ESTABLISHED BUSINESS IN aseve 
TERRITORIES NEED APPLY. Salesmen now carrying WORK, or LADIES 
or CHILDREN’S shoes preferred. Good references, photograph, name of 
present line, statement of shipments and personal information MUST be 
mailed with application. All correspondence absolutely confidential. 

Six grades in line. Each grade 100% LEATHER and so stamped on SOLES 
and CARTONS. 

In each Carton is guaranteed that shoes are ALL LEATHER and THAT 
$10.00 CASH will be given wearer who finds any substitute for leather in 


them. 
FIFTEEN styles in Kid, Gun, Russia, $3.50. 


TWENTY styles in Kid, Gun, Russia, $3.85. 


TWENTY-FIVE styles in Kid, Gun, Russia, $4.15. 
THIRTY-FIVE styles Brown Kid, Black Kid, Russia, Mahogany, Gun, Black 


Scotch, Tan Scotch, $4.50. 
FIFTY styles in many lines, $5.00. 
All leather, ALL styles, Base price, $5.60. 


TRUNK and 96 samples. 
QUALITY — EACH and EVERY PAIR built in ALL LEATHER— GOOD 
LEATHER—and is guaranteed to give long, honest, satisfactory service. 


WORKMANSHIP—None better. 
STYLES—All new and alive are included in line. 


Address C-799, care Boot & Shoe Recorder, 207 South St., Boston, Mass. 














TRAVELING Shoe Salesman Wanted, to 


EVERAL good territories are 

Ss open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 
Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St, 
Boston, Mass. 














Salesmen who can sell case lots 
to large trade. New York House, 
specializing short line Women’s 
McKays and Welts, popular styles, 
right prices. Give experience, ref- 
erence. 

Address C784, c/o Boot and Shoe 
Recorder, 207 South St., Boston, 


Mass. 








take on a line of Children’s Turn 
Shoes. Address C-780, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





S ALESMEN WANTED—One for Indiana, © 


and one for Illinois outside of Chicago, 
to handle Pied Piper children’s shoes and 
Dr. Sommer’s New Dawn Shoes, made by 
Patented Improved Welt process. New 
factory enables us to make prompt ship- 
ments. High Grade lines that will merit 
only high grade men with established 
trade. MARATHON SHOE CO., WAUSAU, 
WISCONSIN. 
ALESMEN WANTED—For all terri- 
tories carrying complete jobber’s line, 
including women’s novelties. BONITA 
SHOE CoO., 99 Duane St., New York City. 








SALESMEN to sell best line of tennis 

all over United States. Can be carried 
as side line. Address K-503, care Boot & 
Shoe Recorder, 127 Duane St., New York. 


EXPERIENCED SALESMAN for New 
Jersey. Will turn over trade. Must 
show previous success. Address K-502, 
care Boot & Shoe Recorder, 127 Duane St., 
New York. 





OUR CHANCE!—A well known Lynn 
factory making Misses’ and Children’s 
welt shoes having increased its capacity 
is able to take on two or three additional 
salesmen. Only men of big calibre who 
know their business thoroughly and can 
show a record of achievement to be con- 
sidered. This is one of the strongest 
lines in its grade in the country and 
merits the attention of the best men in 
the business. Correspondence held in 
strict confidence. Address C-793, care 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 





SALESMEN WANTED —To connect with 

us you must prove to us that you are 
used to selling a manufacturers line of 
Women’s Welts and-McKays to the best 
retail trade in your territory. You must 
prove to us that you have an established 
trade of good volume on good grades of 
women’s shoes in Central, Western, or 
Northwestern States. You must prove to 
us by your past record that you are 
worth the price you ask for your ser- 
vices, and that you are a _ money- 
maker for yourself as well as for your 
House. We need three such men. If you 
are one of them write us. Your present 
connection will not be affected by your 
reply. Address C-794, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMEN--New York Manufacturers 
of high class patent store fixtures, al- 
ready selling freety wherever shown, de- 
sires salesmer on straight commission 
basis; applicants must have had experi- 
ence in handling display fixtures and 
possess capacity for large earnings; high 
commission. State experience and 
furnish reference to A. B. & G. G. Hough- 
ton, 511 West 42nd Street, New York. 








WANTED SALESMEN—Short line of 

Men’s medium priced dress welts on 
a commission basis. To live wires only. 
In Illinois, Wisconsis, Chicago and Cook 
County, Pennsylvania. This is a real line: 
of shoes. It will pay you to investigate. 
Address C-795, care Boot & Shoe Re- 
corder, 189 W. Madison St., Chicago, II. 








CORPORATION controlling large 

Jobbing House has purchased 
additional factory manufacturing 
Women’s Turn Novelties. will 
consider placing portion of output 
with large chain of retail or depart- 
ment stores. Address C-798, care 
Boot & Shoe Recorder, 207 South 
St., Bostcn, Mass. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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he retail shoe merc 
is the great problem of f one tke is the basic problem upon whic 


tire allied industries relating to shoes and leather; the 

Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass’n. Member of Audit Bureau of Otroulations. 


ted Business Papers, Inc. Member of the 
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Per copy, 25 cents. 


Cable Address BOOTRECO 
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More Shoes Sold Right; not only “more” but “right”; sold for the 
in the right fitting, for the right price, at the ri; hi 

ants. The chief purpose of “The Boo 
depends the 
r production and distribution. 


Canadian, $6.00. 


profit. This 
and Shoe Re- 
rogress of the en- 


Foreign, $10.00 














SALESMEN WANTED 


ANTED — Competent, experienced 
salesman for the following territory: 
Minnesota, Wisconsin, Iowa, Missouri, Il- 
linois, Indiana. No one less experienced 
who can furnish A-1 references need 
apply. Address C-800, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 








EXPERIENCED salesmen calling on shoe 

trade to sell high class line of metal 
Will sell on sight. No 
bulky samples. Liberal commissions. 
Correspondence’ confidential. Excellent 
opportunity for salesmen, selling shoe 
findings and supplies. Advise territory 
wanted and give full particulars in first 
letter. Address Dept: S., Fogarty Mfg. 
Co., Dayton, Ohio. 


display signs. 








POSITION WANTED 


OSITION WANTED as manager and 
shoe buyer in department store. Now 
holding similar position. Can furnish 
good references. Address K-500, care 
Boot & Shoe Recorder, 127 Duane St., 
New York. 











LINE WANTED 


SHOE LINE WANTED for Alabama, 
Mississippi, Louisiana and Texas. 
Line must stand competition and offer 
opportunity to make big money on com- 
mission basis. I am owner of general 
merchandise store, which I turned over 
to manager. Address C-796, care Boot & 
el Recorder, 207 South St., Boston, 
ass. 








HOE SALESMAN with ten years’ ex- 
perience on the road in Texas, New 
Mexico and Oxlahoma wants a line of 
ladies’ shoes for abcve territory. Address 
C-790, care Boot & Shoe Recorder, 207 
South St... Buston, Mass. 


FOR SALE 


ss()PPORTUNITY fora live man with 

about $10,000. Shoe store best in 
town catering to the better class of trade, 
selling women’s and men’s shoes only, 
fully equipped. Most modern store in the 
city. Population 35.000, Central N. 
Reason for selling 300 miles from any of 
my other stores. Address C-797, care 
Boot & Shoe Recorder, 207 South St., Bos- 
ton, Mass. 














OR SALE—Old established exclusive 

shoe store in good live location in 
Chicago. Clean stock, long lease, cheap 
rent. Doing good business. Stock and 
fixtures will invoice about $12,000. 
Address C-785, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 








FOR RENT 


SAMPLE room, office or desk room, with 
telephone, service, etc. Low rent, 

ideal location, preferably to_shoe men. 

Martine, 148 Duane St., New York. 





MISCELLANEOUS 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
@ long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 








Insure perfect shelf service for 
a line of roe agp I yor 4 
tread steps, properly spaced, wit! 
omnes Fil length handholds 
on both sides of ladder permit 
mounting or descending with ease. 
Both hands free to remove or re- 
lace stock without d of 
falling. Cushioned Tired Trolley 
and Truck Wheels eliminate noise 
and prevent vibration. Erection 
as simple as A, B, C. Utilize 
small space. Make top shelves 
safely available for stock purposes. One 
style—neat of design—nicely finished— 

Thousands 


TIRE 








CUSHION 








PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOB MERCHANT BY THB 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
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CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
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’ PUBLISHER’S NOTICE 
SUBSCRIPTION—The subcription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States. Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year, including post- 


age. 
FOREIGN SUBSCRIPTION—The price to all 

foreign countries except the above is $10.00 

per year, including postage. 

All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 

Rates furnished on application. For rates 

for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison 8t. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 


8ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager, 

NEW YORK OFFICB: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg, H. M. Bowen, Manager. Tele- 
phone Canal 4426, " - 

ROCHESTER OFFICE: 609 Powers ‘ Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314, 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICB: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager, 

LONDON OFFICE: John C, Curtiss, Man- 
ager, 11 Haymarket, London, 8. W. 1, England. 

AUSTRALIAN OFFICE: 430 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente, 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. ; 

CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales, 2A, Havana, 


JAPANESE OFFICE: J. F. 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid, . 


Yokohama. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Leach, E. F., Lynn, Mass 

Lilly, Henry, New York City 

Lindner Shoe Co., Carlisle, Pa 


Maetrich Eyre & Co., Brooklyn, N. Y 
Maid-Rite Felt Slipper Co., Inc 

Marion Shoe Co., Marion, Ind............. 
Marshall, C. 8., Co., Brockton, Mass 
Marston & Brook Co., Hallowell, Me 
Marston & Tapley Co., Danvers, Mass 
Martin, A. H., Co., Rochester, N. Y 

Merrill & Porter Co., Lynn, Mass 

Miller, L., & Sons, Inc., Brooklyn, N. Y.... 
Morse & Burt Co., Brooklyn, N. Y 


Nathan & Morphy Shoe Mfg. Co 

Nettleton, A. E., Syracuse, N. Y 

Newcomb-Anderson Shoe Co., Rochester... . 

Nu Baby Shee Co., East Lynn, Mass 

Nunn-Bush & Welden Shoe Co., Milwaukee, 
Wah... 20 «aie eatenbacee pcabinethlipceuneace re 49 

Olenick, I., New York City 

Packard, M. A., Co., Brockton, Mass... 

Parisian Shoe Co., Brooklyn, N. Y 

Parker, Holmes Co., Boston .. 

Perfect Shoe Co., Brooklyn, N. Y 

Phillips-Cram Corp., Haverhill, Mass 

Pincus & Tobias, Brooklyn, N. Y 

Pinsker, J., New York City.. 

Piant Bros. & Co., Manchester, N. H. 

Posner, Dr. A., Shoes, Inc., Brooklyn 


Ramsey, E. J., Co., Brooklyn, N. Y 

Reece Shoe Company 

Regal Shoe Co., Boston 

Rice & Hutchins, Inc., Boston 

Richards & Brennan Co 

Roberts, Johnson & Rand Co., St. Louis, 
Mo. 33-34 

Rogers & Davis, Brooklyn, N. Y........ sot 

Rosenberg, 8., & Sons, Boston........... ..139 


Salem Shoe Co., Salem, N. H 

Silver Shoe Co., Haverhill, Mass 

Smith, Wm. Sumner, Chicago..... otaneeen 
Stacy-Adams Co., Brockton, Mass 

Stanworth Shoemakers, Marion, Ind 11 
Stetson Shoe Co., So. Weymouth, Mass. .29, 106 
Strassburger-Stiles, Brooklyn, N. ¥........ 20 
Strobeck, Inc., Chas. W., Brooklyn, N. Y..104 


Tessier & Bowdin, Haverhill, Mass...... 
Thompson Bros. Shoe Co., Brockton 
Thomson-Crooker Shoe Co., Boston. 
Tetmer, Fa Ty TH OO. 6 5 chao os. iwedaas os 


United States Rubber Co.... 

Vogel-Miller, Brooklyn, N. Y............. 20 
Watson Shoe Co., Lynn, Mass. 

Weil, S., & Co., Brooklyn, N. Y 


Weimer, Wright & Watkins Co.. 
Westcott-Whitmore ~~ Syracuse. . 


. 


FINDINGS AND SHOE STORE SUPPLIES 


Coultas Co., D. W., Providence, R. I 
Dairymple-Puisifier Co., Haverhill, Mass. . 
Daynite Furniture Mfg. Co., St. Louis, Mo. 141 
Elastic ip Co., Boston 
Ellis, W. E., Co., Haverhill, Mass 
Emery & Beers Co., Inc., New York City.. 
Fashion Ornament Co., Brooklyn, N. Y 
French Beading & Novelty Co., Phila., Pa..117 
Hecht Fixture Co., Chicago, Ill............141 
Kahn, Edw. E., Co., Brooklyn, N. Y....... 110 
Kingman Mfg. Co., Stoughton, Mass....... 
Martine, M. B., Inc., New York City 
Milbradt Mfg. Co., St. Louis, Mo 
National Cash Register Co., Dayton, O 
Netschert, Frank, New York City 
Nufashond, Reading, Pa.. 
Onken, Oscar, Co., Cincinnati, oO. 
Parisian Beading Works Co., Philadelphia. .110 
Quabaug Rubber Co., No. Brookfield, Mass. 40 
ast, wep avew York.. cecesccccsccce 46 
Siiverite Co., The, Boston -1ll 
Success Seed Grader Co., Spokane, Wash... .-136 
Vanity Novelty Works, pees Brooklyn, 
N. Y. ree 
Whitcher, Frank Ww. Boston. o+e+- 188, 143 
ee Cc. R., & Co., Swampscott; 
1 
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MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 


Appelbee-Neuman, Inc., New York City... .129 
Boston Blacking Co., Cambridge, Mass... ..133 


Griffin Mfg. Co., New York City.. 
Kenworthy Bros., Stoughton, Mass 
Littlefield Heel Co., Amesbury, Mass. . 
North & Judd Mfg. Co., New Britain 
Progressive Shoe Machinery Co., Minne- 
apolis, Minn. 

Shelton Tack Co., The, Shelton, Conn 
Tubuiar Rivet & Stud Co., Boston 

United Shoe Machinery Corp., Boston, 

28, 114, 138 

Wiechman Pattern Co., Cincinnati 


LEATHER AND OTHER MATERIALS 


American Oak Leather Co., Cincinnati, O..123 
Barnet Leather Co., Boston.............. A 
Beggs & Cobb Co., Inc., Boston........ oan *108 
Chamberlain, B. F., Boston................ 108 
Creese & Cook Co., Boston................ 108 
Foerderer, Robt. A., Co., Boston......... 
Green & Hickey Co., Boston..... 

Holbrook, W. H., Co., Boston 

Hub Gore Makers, Boston................. 130 
Hunt-Rankin Leather Co., Boston 


Kepner, C. D., Leather Co., Boston 

Keystone Leather Co., Phila., Pa 

Kistler, Lesh Leather Co., Boston 

Lawrence, A. C., eye oe Aros Boston...... 
Scherer, Oscar, Co., Bos .3 
Pfister & Vogel Pome rit Milwaukee, 


Wis 91 
Schmidt, Carl E., & Co., Detroit, Mich. . .83-84 


MISCELLANEOUS 


Atlantic Printing Co., Boston..............109 
Boot & Shoe Workers’ Union, Boston...... 96 
Blacher, Chas., New York City.............141 
Brooklyn Purchasing Syndicate............141 
Calderwood & Preg, Inc., Boston.......... 104 
Cantor & Wolpert, Inc., Boston............141 
D’Avesne Translation Bureau, Boston «134 
Giauberg & Co., New York pe 


Hotel Martinique, New York City. . 
Kalter Cerf. Merc. Co., Max, New York...14% 
Kelly, T. K., Sales System, Inc., Minne- 

apolis, Minn. ... ¢ 42 
New York Export Purchasing 

New York City .ici..ccccccccccccccces IA 
Root Co., F. S., Boston.............+0++.+.109 
Tolman Print, Brockton, Mass............109 
University Electrotype Foundry......,.....109 








